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BELIBVE CONFLICT IMMINENT 


IN WESTERN UNION TERRITORY. 


Rate War Threatened On Account of 
Separation Movement—Clouds 
Appear in Missouri. 


That the continued decrease in pre- 
miums has gotten on the nerves of 
some of the managers of companies 


comprising the Western Insurance Bu- | 


reau, i. e., non-union institutions in 
the territory covered by the Western 
Union, is evident from their activity in 
trying to secure State departmental 


rulings, to the effect that separation is | 
| Net Surplus over all liabilities and reserves... . 


and in even going so far as to 
invoke legislation on the 
contention that 
has driven 
from the _ better 


illegal, 
threaten to 
subject. It is the 
forced separation” 
Bureau companies 


class of agencies, and naturally, has re- | 


sulted in a loss of business. 


On the other hand, those prominent | 
in the councils of the Western Union | 


are emphatic in their declaration that 
the word “enforced” should not be ap- 
plied to the separation idea. One prom- 


inent Chicago manager is authority for | 


the statement that fully 80 per cent. of | 
his agents have “cleared,” and that in | 
no instance has coercion been resort- 
ed to. 

Regardless of what action may 
taken by heads of State insurance hod 
partments, or even legislatures, his 
company, he says, will not remain in 
an agency at a disadvantage. It is not 
proposed to insist upon a representa- 
tive dispensing with any other compa- 
ny, but rather to seek a new connec- 
tion unless given an equal show in the 
business handled. There is a strong 
doubt as to whether this equal oppor- 
tunity can be obtained where, say, 10 
per cent. additional commission is se- 
cured from some other company or 
companies. 

This particular manager contends 
that the only way to satisfy without 
question of a doubt that no partiality 
will be shown, is for the agent to re- 
fuse to accept the higher rate of com- 
mission. Under such condition “here 
is no need for resorting to the separa- 
tion idea, and in support of this he 
points to fully 20 per cent. of the com- 
pany’s field force operating upon what 
is termed the “mixed” agency plan, 
but with uniform commission compen- 
sation. 

The Minnesota Situation. 

The situation, which has been annoy- 
ing for many weeks, was brought to an 
acute stage through the effort of the 
Western Insurance Bureau to secure 
from the Minnesota insurance depart- 
ment a ruling that separation in that 
State is illegal. Hearings were held 
before the attorney-general. 

The Western Union companies claim 
that the higher commissions paid by 
the bureau companies on certain class- 
es of business make it undesirable to 
have the two classes of companies in 

(Continued on page 12.) 
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THE HOME 
Insurance # Company 


New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 


| Assets, January ist, 1911 


Liabilities (including capital) 
Reserve as a Conflagration surplus 


$30,178,913 
16,349,300 
1,500,000 
12,329,613 


SURPLUS AS REGARDS POLICYHOL DERS, $16,829,613. 


Insures against loss of real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





North British 


Entered United States 
1866 


and Mercantile 


Established 1809 





Insurance Co. 


Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 











That the affairs of the Company 
are in good condition 


That such condition appears to be 
the result of the management 


enactment of these laws. 





THE EXAMINATION 


into the affairs fo the 


Pittsburgh Life and Trust Company 


BY THE NEW YORK INSURANCE DEPARTMENT 


Has Just Been Completed. 


That the expenses incurred are well within the lawful limitations 


The above is certainly a high compliment coming, as it does, from the Depart- 
ment of the State that recently enacted the most exacting laws for the conduct of 
life insurance companies that are on the statutes of any commonwealth. 
life insurance company has been admitted to the State of New York since the 


W. C. BALDWIN, President 


The Report Sets Forth: 


That the policyholders of the entire 
Company are being treated fairly 


That the Company is steadily in- 
creasing its business 


No other 
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SUGGESTS DIVORCE INSURANCE 


FOR ADVANCING WEDDED BLISS. 


$3.00 a Year: per Copy 


Noted Authoress Has Novel Plan to 
Save Wives From Humiliation 
of Alimony. 


“That 
surd or 


nothing m 
degradingly painfu 
which a wife placed 
support 


there is 

position in who 

is compelled to depend 

rom whom she 
opinion 


horess To re 


upon a husband f is sep- 


Karin 
nedy 


arated,” is the 
Michaels, an aut 
this situation she contends every 
shouid insure 


laughter 
mself 


father 
against 


against 


d vorce as 
accident or death 
In case the daugh er I 
surance prem 
by her husband, and the 
provide for the 
at a stipulated Sé 
couple have reached an ;¢ 
a divorce seems out of 
Should the divorcé 
would provide 
receive an annuity 

Though not expecting 
come a reality during 
Karin Michaels predicts 
when she is “lying unde 
| weeping birch with 

ranches” divorce-insurs 
come to “decorate 


flowers and 


ums snouid 


c55a 


period 


policy 


thankfulness 

Her Idea. 

We quote from the 
tion as follows: 

‘All people, high and low, nowadays 
try to avoid the great risks of life by 
insurance. There are all sorts of com- 
guaranteeing against sickness, 
broken windows, etc., et I have 
heard of a divor irance, 

for that matter, seems very 

inasmuch as arantees 
l expenses of a divorce suit 
and also against whatever money set 
tlements the courts may decide upon 
| But a company like that insure 
against the worst of the evil does 
}not place the two parties free and clear 
of each other And a divorce should 
not only have to do with entirely 
|personal disagreement man 
and wife, a matter that sh never 
|be taken up in civil court 

| Would Insure Happiness. 
| “For some time I have had a 
l'in my head which is in a simplicity 
| this: 
| “Every father should take out a poli- 
icy for his daughter ] the 
better insuran< the policy 
}to mature after a certain number of 
;}years. In case the daughter marries, 
jthe husband should have assume 
|the insurance-responsibilities and from 
{then on it should be regarded as a 
| divorce-insurance paid only n the 
| event of a divorce While for the 
| father, it should be a matter of honor 
|}to take out this insurance: should 
| be obligatory for the husband and 
jurally, in accordance with 

| “No premiums should 

| a certain time, for 
|} couple have reached an age 

| divorce seems out of quest 
‘calamity’ should happen, 
would be rightfully entitled 
the facial annuity, by virtue 
paid-up policy. It is possible 
}idea of mine has great 
|the whole it is good and sound 
}it is not carried out this ; 


panies 
| fire, 
;even 
which, 
| good, 

against al 


€ ns 


cannot 


scheme 


like a life 


instance 


faults 
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certainly not be long before the im- 
mense development in the women’s 
field will bring it out. 


Advantages of the Scheme. 


“Such a divorce-insurance would 
also morally be of great importance as 
now many a poor woman, in fear of the 
outcome or disinclination toward dis- 
putes with her husband over alimony, 
stays married under circumstances ut- 
terly disgraceful and harmful for both 
the husband, herself and the children. 
On the other hand no one need have 
any fear of the misuse of this kind of 
insurance, as the annuity would always 
be in accordance with the income of 
the husband, so that a bad woman 
could not have any inducement to 
divorce. I e3 quite a few, people 
will not understand the full meaning of 
my idea, and perhaps will call it silly 
and impracticable. I also expect old- 

to take great offense; 





fashioned people 


but that of course I will have to stand 
and I will do it without regret. But 
some day when I am lying under a 
beautiful wee birch with little 






birds on its bi 
insured ll 
day to decorate my 
and thankfulness.” 


23 I expect divorce- 
come on my birth- 
grave with flowers 


women W 


ITS QUOTA ABOUT SECURED. 


Life Advises That it Has 
Written $177,000,000 


New York 
Practically 


of New Business. 
Unde t] law r the Empire State 
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for: special reasons a policy sent out 


for delivery in 1912 as aforesaid should 
ye released for immediate delivery 
] ipplicant going ‘abroad to 
* some months), the home 

sider the case and if the 
\ ‘mits the release of 
nstructions accordingly 













ist as policies are returned 
outstanding business for 
an equivalent amount of 
will be released, 
margin of safety permits; 


order 


r 


business 


suspended 
provided the 
but this can 
from the home 


only be done on 


office.” 


LAW AFTER “TRUE REFORMERS.” 
Virginia Fraternal Society Threatened 
With Receivership—Sadly 
Tangled. 





A negro fraternal organization with 
the high sounding title of the Grand 
Order of True Reformers, of Richmond, 
Va., is so sadly in need of reforming 
iver will likely be appointed 
befuddled affairs. 

r is orie of the largest among 
people, and friends of the 





the colored 
race regret the condition into which its 


affairs have been allowed to drift. 





CANNOT INCREASE DUES. 


Fraternal Organization Unable to En- 
force New Rates Despite 
Their Need. 





Affirming the principle that the plea 
of necessity is never a valid defense 
against the performance of a contract, 
Vice-Chancellor Walker of New Jersey 
has set aside the action of the Supreme 


Circle Brotherhood of America in adding | 


eighty per cent. to the death benefit 


dues of that order. 
put into effect in 1909, the Supreme Cir- 
cle seeking to justify its action upon 
the ground that the increase was neces- 
sary to maintain the death benefit fund 
in a sound financial condition. 

The action of the Supreme Circle was 
successfully attacked by Hamlet Poole, 
a member of William Penn Circle since 
September 17, 1904. By virtue of his 
membership in the subordinate circle, 
Mr. Poole became a member of the 
death benefit fund of the Supreme Cir- 
cle, the dues of which at that time were 
fifty cents a month. 

Under the supreme laws the trustees 
were authorized, in certain 
stances, to increase the monthly dues 
to sixty cents until the income and cash 
in hand should equal the liabilities. The 
vice-chancellor held that this provisicn 
constituted a contract of insurance with 
Mr. Poole 

Three years 


decided that the cor 


ago the 


Supreme Circle 
ion of the fund 
ing the dues from 
fifty to ninety cents a month. This was 
done under color of a section of the 
supreme laws providing that alterations 
and amendments to these might 
me made after such alterations and 
amendments had been proposed in writ- 
ing and other formalities complied with. 
‘here was no claim but that the 
amendment was adopted with due for- 
mality. The only question involved was 
the power of the Supreme Circle. Vice- 
Chancellor Walker observed that there 
was no express power to alter the pro- 
death benefit fund, 
part of the laws of the or- 
time the complainant became 






would necessitate rais 


laws 





visions as to the 
which were 
der at the 
a member. 

The court had no hesitation in 
ing that Mr. Poole’s membership in the 
death fund constituted a con- 
tract between him and the order which 
could not be materially altered under 
the assumption f power to amend ex- 
isting in the laws of the order in gen- 
eral terms. 


hold- 


benefit 





Attractive Policy of Great Western 
Life. 





In advising its field force of the 
newly issued Twenty Payment Life De- 
creasing Premium Policy With Endow- 
ment Option, the management of the 


Great Western Life, of Kansas City, 
Mo., says: 

“This policy is in reality a com- 
bination of four contracts in one. 
It is either a Twenty Payment 
Life, or, at option of insured, a 
Ten, Eleven, Twelve, Thirteen or 


Fourteen Payment Life, etc, (ac- 
cording to age at issue), or a Twenty 
Year Endowment, or it may become a 
full paid Life Policy at the end of 
twenty years, together with a cash bal- 
ance or endowment, at the time, equal 
to approximately one-half of its face 
value; it also permits the remarkable 
privilege of changing from a higher to 
a lower premium plan without ex 
changing policy and requiring a medi- 
cal re-examination. The various options 
available at all times enable the insur- 
ed to accomplish most any end; the 
initial premium is payable for the first 
two years, and he has until the third 
premium becomes due to decide which 
form of insurance he may desire to 


carry for permanency, and even then it | 
may be changed to suit later existing | 
conditions.” 


The new rates were | 


circum- | 








Are You Enthusiastic 


Over your Company? If not, either you are a poor agent, or you 
have a poor company. In soliciting, it makes all the difference 
in the world whether you have a Company which inspires your 
unbounded enthusiasm. Ask our agents whether they work for 
such a Company. 


THE UNION CENTRAL LIFE 


Insurance Company 
OF CINCINNATI, OHIO 





ADDRESS: 


JESSE R. CLARK, President ALLAN WATERS, Sup’t of Agents 


WRITE TO US IN 





REGARD TO OPEN TERRITORY 








The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 


NINE MILLION DOLLARS 
Deposited With The State of Indiana 
For The Sole Protection of Policyholders 


OUR COMPLETE PROTECTION POLICY 


Protects against Natural Death, Doubles the Payment in the 
event of Accidental Death. Provides for Suspension of Pre- 
miums without Forfeiture in the event of Total Disability 


THE MOST DESIRABLE POLICY FOR ALL AGES 


Address CHARLES F. COFFIN, 
2nd Vice President 
1231 State Life Building 


Good Territory and 
Remunerative Contracts 
for Men Who Can “ Do Things”’ 














| NSURANCE MEN will note the signifi- 
T he Nort h Ww @ ster n new business during The Northwestern’s 


the past five years. 





2 IMP T FACTS relating to this 
Mutual Life Insurance Co, || business are shown by the following per- 
* "Expenses Mortality Interest 
of Milwaukee 1906 1176 59. 4.72 
GEO. C. MARKHAM, President 1907 11.81 58 4.76 
A. 8. HATHAWAY, Secretary 1908 10.76 59 4.84 
é . 1909 10.63 54 > 
New Business Paid-For 1910 10.90 58 by 
‘ It is capable of easy demonstration that 
a a $93,563,452 P amg A 
: The North t the best C 
1907 - - - 102,283,684 ingure, ia as wheres ieianiion 
ee The Northwestern’s new ( ) police’ 
1908 - - - 109,685,428 contract with its Dividend Options, Paid-up 
1909 - : - 113,716,188 and Endowment Options, Options of Settle- 
1910 : — 119,229,233 ment and the Premium Loan features. 


Issues Partnership and Corporation In- 


Each year larger than any in the ngenee. on 208 ; 
previous history of the Company. or curther information or an Agency, 


address 
H. F. NORRIS, 


} Busi 1858. - 
pene Seer Superintendent of Agencies, 


























MAXIMUM 
DIVIDENDS 


MINIMUM 
NET COST 


THE MUTUAL LIFE 


Insurance Company of New York 





PAID POLICYHOLDERS IN 1910 
$56,751,062.28 
APPORTIONED FOR DIVIDENDS IN 1911 
$13,539,333.07 


Assets (Jan. 1, 1911) - 

Legal Liabilities - ~ “ 

Reserve for Deferred Dividends and 
Contingencies m ° « 


- - $572,859,062.98 
$487,354,777.82 


85,504,285.16 
meme 





For terms to producing agents, address 


GEORGE T. DEXTER 


2nd Vice-President 


New York, N. Y. 


34 Nassau Street 
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A. C. WASHBURNE. 





Successor to Late J. M. Lee Elected as 
Actuary for the Berkshire 
Life. 





In succession to the late J. M. Lee 
the directors of the Berkshire Life, of 
Pittsfield, Mass., some days ago elected 
A. C. Washburne actuary of the Com- 
pany. 

Alvah Courtenay Washburne joined 
the Berkshire Life on September 1, 
1910, as assistant actuary. From Jan- 
uary, 1906, to that date he had served 
as actuary of the Hartford Life Insur- 
ance Company. Previously he had been 
connected with the actuarial depart- 
ment of the Metropolitan Life Insurance 
Company in New York city for a period 
of nearly eleven years. From 1893 to 
1895 he was assistant professor of 
mathematics at the Massachusetts Agri- 
cultural College at Amherst. 

Mr. Washburne was educated at 
Purdue University and at West Point. 
He is a member of the American Actu- 
arial Society, the American Mathemati- 
cal Society, the Society for the Advance- 
ment of Science, the American Statisti- 
cal Society and numerous other organ- 
izations whose service is along these 
lines. In this city Mr. Washburne has 
membership in the Park Club and the 
Board of Trade. He is married and has 
three children, two sons and a daughter. 
The family residence is at 151 Bast 
street, corner of Second—the old Pitts- 
field Club house. 

It was in Mt. Auburn, IIl., not far from 
Springfield where Lincoln used to live, 
that Mr. Washburne was born on March 
30, 1866. He is a man of wide acquaint- 
ance, of interesting personality and 
cordial friendships and is an expert 
mathematician. The late Mr. Lee once 
told the writer that he regarded Mr. 
Washburne as one of the best actuaries 
in the business—high praise, indeed, 
from a man whose rank in the import- 
ant profession was so high. Mr. Wash- 
burne has been in charge of the actn- 
arial department of the Berkshire Life 
since Mr. Lee died, although his title of 
assistant actuary has not been changed. 





INSURED FOR $500,000. 





Prominent Citizen of Minneapolis 
Takes Large Policy—Business 
Written by Northwestern 
National. 





For the third time within two years 
I.. K. Thompson, president of the 
Northwestern National Life, of Minne- 
apolis, has placed a $500,000 life insur- 
ance policy upon a prominent business 
man of his home city. 

The first contract was issued to A. C. 
Loring for the benefit of the extensive 
Pillsbury Flour Mills Company; the 
second covered J. H. McMillan and 








Part I.—Agency Arguments. 
Insurance vod ee. Men of Means, 
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Objections to Life Insurance. 
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was payable to the Cargill Elevator. 
Company in the event of his death, 
while the latest will indemnify the 
Shevlin Company, should its president, 
Thomas L. Shevlin, pass away. 

The Shevlin Company, which has 
lately been organized, is a _ holding 
company devoted entirely to the vari- 
ous interests of T. H. and T. L. Shev- 
lin. It has no direct connection with 
the Shevlin-Carpenter Company, ex- 
cept that its business is the care of all 
of the real estate and other properties 
of T. H. and T. L. Shevlin. 

In each of the cases above noted the 
Northwestern National issued the poli- 
cy for $100,000, dividing the rest of the 
risk among other leading companies. 
The Shevlin insurance goes to the 
Northwestern Mutual, Equitable, Pru- 
dential, Travelers, Home, Penn and the 
National Life. 

President Thompson has great faith 
in the life insurance contract as a con- 
servator of large business interests, 
and has succeeded in impressing his 
belief among a number of prominent 
men of affairs throughout the North- 
west. 





Respond to the Suggestion. 





When the management of the Great 
Western Life, of Kansas City, Mo., 
called upon the agents of the Company 
to show their loyalty to President 
Stevenson by making a special drive 
for business in his honor during Sep- 
tember, it knew that the appeal would 
not be in vain, and yet it is improbable 
that any one of the executive officers 
thdught the results would attain what 
they proved to be. Twelve agents alone 
wrote over $300,000, while all pitched 
in with creditable effort. The Compa- 
ny plans to close 1911 with $15,500,000 
of insurance in force. 


WITHIN TWO YEARS. 





What the Great Southern Life of Hous- 
ton Has Acccomplished Since 
November 1, 1909. 





A fine example of what well directed 
energy can accomplish is afforded by 
the record of the Great Southern Life, 
of Houston, Tex., which is just com- 
pleting the second year of its corporate 
existence. 

In summarizing the results, 
President Carlton says in part: 

“At the end of this month this Com- 
pany will have been in business two 
years. On December 31, 1909, we had 
218 policyholders, paying the Company 
annual premiums of an average of about 
$135 each. On December 31, 1910, we 
had about 1,600 policyholders paying us 
an average annual premium of about 
$109 each. At the present time we have 
about 2,800 policyholders paying us an 
annual average of about $72 each. We 
have now over $9,000,000 of business 
actually paid for and enough transact- 
ed from which the Company will realize 
$10,000,000 on its books. Our annual 
statement, to be made to the Depart- 
ment on December 31, will likely show 
a sufficient number of policyholders pay- 
ing annual premiums to the Company 
to aggregate $300,000. From other 
sources the Company’s gross income for 
1912 will undoubtedly be increased to 
more than $350,000.” 

Keenly alive to the possibilities for 
development in the great field in which 
it is domiciled, the Great Southern 
Life has cultivated the territory assid- 


Vice- 


uously, and the results are most 
creditable. 
Issues $100,000 Policy. 
That the Company has the confi- 


dence of its home people is well at- 
tested by the purchase from it of a 
$100,000 policy by Frank V. Bender, a 
leading lumber merchant of Texas. 


AN INDUSTRIOUS EXECUTIVE. 





Secretary W. P. Kent of North Ameri- 
can Life Giving Good Account 
of His Stewardship. 


ountbonians 

An excellent portrait of Secretary 
|W. P. Kent of the North American 
| Life, of ‘Newark, N. J., appears in the 
|newly issued organ of the Company. 
| Concerning the history of the executive 
|these particulars are supplied by the 
editor: 
| “William P. Kent was born in Ohio 
j}and is forty-six years of age. Since 
completing his education he has been 
engaged a part of the time in the bank- 
| ing and real estate business and has 
| had much experience in loaning money 
| on real estate security and in the hand- 
| ling of property and the investment of 
funds. Some eighteen years ago he 
entered the life insurance business, be- 
coming almost immediately one of the 
most successful solicitors in the coun- 
try. He worked up through the vari- 
ous branches of the business and was 
appointed by the New York Life, its 
director of agencies for Philadelphia, 
Pa., and Trenton, N. J., occupying this 
position until the organization of the 
North American Life, then becoming 
one of its original incorporators and 
one of its directors with headquarters 
at Trenton, N. J. As such he has been 


most active in its management and 
served on the committee which in a 
great measure is responsible for our 
present success. 

“Mr. Kent has spent nearly twenty 
years in the life insurance business. 


and has made the mathematics of life 
insurance with its comparisons and 
its statistical details a constant study. 
He has shown marked ability in the 
various positions he has held; he is an 
insurance man of the highest type and 
a credit to the profession; he has 
shown so much capacity for the exec- 
utive work of the Company and in pre- 
paration of literature helpful to our 
agents that all the directors requested 
him to become the Company’s secre- 
tary, electing him to this position on 
May 11, 1911. He is an honest upright 
gentlemen, loved by his friends and 
associates and held in high esteem by 
all who know him; afraid of nothing 
and ever working for the right. He 
has been since the organization of the 
Company, enthusiastic in its achieve- 
ments and purposes; he has taken a 
very material part in the formation of 
the plans and practices adopted and 
followed by the Company which has 
given it a conspicuous and enviable 
place among insurance companies; he 
is especially gifted for the very import- 
ant position and responsibilities he has 
assumed and the ‘North American’s’ 
predictions for him of an unusually 
brilliant career as an Insurance official 
are being realized.” 











AMERICAN ‘CENTRAL LIFE INSURANCE CO. 


NON-PARTICIPATING 
INDIANAPOLIS, INDIANA 


ESTABLISHED 1899 


Over Twenty-nine Millions of Business 


Agency men in all Field Departments who are desirous of improving their present condition are 


invited to associate themselves with this STRONG CONSERVATIVE company. 


In 


Address all communications to 


HERBERT M. 


WOOLEN, Vice-President 


Force 




























How Much Business Is It Safe For Young Companies 
Write During Their First Years of Existence?* 


By Lawrence 


Secretary and Actuary, Southwestern Life Insurance Company, Dallas, Texas. 





(Continued from last week.) 


TABLE NO. 1. 
Contributions to home office and gen- 
eral expense which may be expected 
from an annual new business of $1,000,- 

000, written and paid for. 


Year of Company 80% Agency Expense 
Total Per $1000 
Insurance 
in Force 
D ccevabueeses6sens —3,427 —3.43 
ZS scvceccsessocsece 1,125 .66 
BS cevecevecccvecces 4,5A7 1.92 
retire ee 7,416 2.47 
DB cvsedsssewrveveve 9,798 2.72 
b 11,837 2.84 
S: ¢ueateunrbeegeses 13,834 2.93 
8 15,929 3.04 
D cccsccvessscceres 18,170 3.15 
DD ace sisccvzdcesecs 20,560 3.28 


Minus signs indicate losses. 


{ have completed the calculations to 
this point so that they may be of use 
to different companies with different 
home office expense, differing amounts 
of new business, and differing incomes 
from paid-up capital and surplus. 

In extending the calculations I have 
assumed a capital of $100,000 with a 
surplus of the same amount paid in by 
the stockholders, and a general home 
office expense as given in the following 
table. 

The home office expense assumed is 
intended to cover all expenses inturred 
by the company except the agency ex- 
pense, medical examination and inspec- 
tion fees—that is to say, all expenses 
which are not already allowed for in 
the first set of calculations which pro- 
luce the results shown in Table No. 1. 


G 
TABLE NO. 2. 
Amounts of home office and general 


expense assumed on different amounts 

of annual new business written and 

paid-for. 

Year of Company ANNU 
One Two 
Million Million 

R deneuenes swees ee 22.000 

DF a xeeeae ee Reach’ ee 20,000 

D etentawee ‘tvaee Eee 23,000 

7 <4 A a ne 26 000 

cue emees eee 20 000) 

| Sree ereerm rere 82.000 

© saevees sseees Sree 35,000 

B uvsccevectasevuus eee 88,000 

RSS ee ie 31,000 11.000 

10 nbekneetticbh bean See 14,000 


shows the 
from 


The following table whica 
total amount of insurance in force 


year to year according to the assumed 
rates of new business and termination 
may ‘be interesting. It will be noticed 


that the effect of the rate of termination 
assumed is to leave in force at the end 
of ten years over sixty per cent. of tne 
insurance written during that time. This 
is: probably a slightly better showing 
than is being made by new companies 
to-day. 

TABLE NO. 3. 
insurance in force basis of 


Total on 


cifferent amounts of annual new busi- 

ress 

Year of ANNI 

Company One Two Three 
Million Million Million 

1 . 1,000,000 2 000.000 3,000,000 











2 coe Benue 3,400,000 5, 100,000 
2 .. 2,565,000 1,750.00) 7,095,000 
4 2.997 000 5,994,000 8,990,000 
Ho... 3,001,000 7.194.000 19,791,000 
6 2... 4,167,000 8,334,006 12,501,000 
7 «1.2. 4,714,000 9,429,000 14,143,000 
8 .... 5,245,000 10,491,000 15,736,000 
o .. 5.766.000 11,531,000 207, 
10 .... 6,276,000 12,551,000 18,827,000 
The estimated profit and loss each 


*Address delivered before the recently held 
gathering of the American Life Convention 
(Continued on page 5.) 


Closing on First Interview. 


At the recent convention of the Na- 
tional Association of Life Under- 
writers, held in Chicago, were many 








M. Cathles, 


of the ablest Ordinary producers in the 
world, they exchanged experiences and 
told how they had succeeded. One 
talk was upon the live topic of “Clos- 
ing on First Interview.” D. G. C. Sin- | 








100% Agency Expense | 

Total Per $1000 | 
Insurance | 
in Force 


90% Agency 
Potal 


Expense 
Per $1000 
Insurance 
in Force 





| 

6,277 —6,28 —9.14 | 

—1.04 —2.75 | 

70 — 53 | 
1.51 54 

1.92 111 | 

2.14 1.45 | 

2.32 1.70 | 

2.48 1.93 | 

“ 2.65 2.15 | 
17,661 2.81 2.35 





clair, of New York, made a talk that 
elicited much applause. He said: 

“In these days a life insurance agent 
ought to first be granted an interview 
before he approaches the subject of life 
insurance. I believe if you get into a 
man’s office you can then broach the | 
subject, always, of course, having your 
application lying before you, your rate | 
book handy, your fountain pen behind | 
your ear. 


Impresses the Prospect. 

“This immediately gives the man con- 
fidence in your ability as a salesman 
he immediately that you are aj} 
competent salesman. [ again urge that | 
you must not go there to talk about life! 
insurance but that you go there to write 
life insurance. 

“The next point in my mind is that al 
man must understand his business. I| 
am sure that most of the men and wo- 


sees 


men fail in this business because they 
don’t understand their business, their| 
company, their plans, etc. When a man 
AL NEW BUSINESS 
Three Four Five Ten 
Million Million Million Million 
24.000) 2G OO) 8 000 38,000 
22000 2400) "6, 000 37,000 
26.000 OW) 2 O00 18,000 
BO 000 1.) 38.000 59.000 | 
S000 OOO 14.00) TO.000 | 
BS 0000 14.000 YOO) 81.000 } 
1? O00 19.000 16,000 92,000 
16.000) 4.000 62.000 103,000 
50.000 9 000 68.000 114,000 
DAO 64,000 74,446) 125,000 | 
: | 
knows his business and has his ‘rate 
book before him and his application | 
ready, as I have said before, he must 
look his prospect squarely in the eye.| 
ue agent must have the plan selected | 


for that man that is mest suitable to| 


his needs. If he is a man of large fam 
ily, of course an ordinary life is the} 
plan for him, and then (you all know! 
about this the same as I do) when you 
have selected the plan you think best] 
for him, stick to it—don’t get away from 


it for one minute. In 
majority of companies 
mistake in having so 


ity opinion the 
making ¢ 


rates in 


are 


many 


TAL NEW BUSINESS 


‘our Five Ten | 
Million Million Million 
1.41).000 5.000 000 10,000,000 
8,500,000 
11,825,000 
14,984,000 
17,985,000 


6,800,000 
9460,000 
11. 987,00 


17,000,000 | 
23,650,000 | 
1,968,000 | 





35,969,000 
41,681,000 | 
18,858,000 
20,981,000 
25,063,000 
25,102,000 31,278,000 





62. 


their 
an 


rate books. They ovght to 
4 BC of life insurance. 

sO many rates on so many different | 
plans before him. With the plan select- 
ed and looking your prospect squarely | 
in the eye, if you are a good, strong! 
salesman you ought not to be very | 
many minutes before you are filling out | 
the application and will ect his signa-| 
‘ure on the dotted line 
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BANKERS 


HOME OFFICE 
Fifth Floor, Tacoma Building, Chicago i: 


The ONLY Life Insurance Company operating through Rs 
BANKS OF DEPOSIT which prepares the 

field for you—MR. AGENT ¢ 

WHY don’t you write the Company AT ONCE ? 


frre 








COME SOUTHWEST 


“WRITE BUSINESS IN WINTER RESORT” ; 
REASONS— ; 

1—CROPS—"'Greatest in History.” 3—C: MPANY—"*Good as Any.” t 
2—FINANCIAL CONDI] NS—“Fine.” 4—POLICY CONTRACTS—‘The Best.’ : 


By closing its first year with $3,089 500 in paid-for business 
on its i with over S300,000 **in suspense,” the Mid- 
Continent Life. of Oklahoma, proved its right to the title: 
“The Young Giant of the Southwest.” A hus ling and 
did it It is easy to write 
Kansas and Arkansas 

LET US SHOW YOU 
Ask FRANK K. KOHLER, Agency Director 


Mid-Continent Life Ins. Co. | | 


MUSKOGEE, OKLA. 





hooks ame 


ele 
thusiastic buneh of * 


life insurance 


go-gett ers” 


in Oklahoma 











+ oe 


HE general agent is making a profit on every case 
you write. Why not make this extra commission 
yourself by working for the 


STANDARD LIFE 


OF PITTSBURGH? .. .. 


Policyholders are given a stock interest in the company 
by the guaranteed dividends on their policies. Our 
agents are saving money. 

Write FRANK A. WESLEY 

Vice-President and Director of Agencies) 


for agent’s contract 


Home Office: THE JENKINS ARCADE BUILDING 
PITTSBURGH, PENNSYLVANIA 


wwe ere 


ae ae 














(ireat Southern Life Insurance Company 
HOUSTON, TEXAS 


SIX MILLION DOLLARS 


New Insurance Written During 1911 
$627,400 
600,400 


January 
February 
March 655,585 

I April 1,135,150 $3,018,535 


ADMITTED ASSETS 
| $1,038,051.16 


We want good men to represent a good 


Addr ess 
O. S. CARLTON, Vice President 








| Company. 


J.S. RICE 
President 


J. T. SCOTT 


Treasurer | 











; 





WASH OTT Fieg res Pag 


Seas, 















October 26, 1911. 


















HOW MUCH BUSINESS, ETC. 


(Continued from page 4.) 
year from different amounts of annual 
new business on the assumed basis is 
shown by the following table. 
TABLE NO. 4. 

Estimated profit or ioss each year 
after crediting to income 5 per cent. 
interest on all capital and surplus. (To- 
tal agency expense 80 per cent. of first 
vear premiums.) 


Year of Company 


One Two 

Million Million 
ec cndeuisagchacs —13,427 —18,854 
D cecccccvecesvere — 6,546 — 8,693 
BS cccsrssovecerers — 5,452 — 5,283 
BD veccnvssesene eee — 4,855 — 2,809 
D sccrcnvesecesecs — 4,716 — 1,186 
] wccccccccccccces — 4,913 168 
T cacedcesensesoee — 5,161 818 
B caw ceeteeeneeeais — 5,32 2,049 
D cccosvcsescseese — 5,350 3,633 
10 — 5,227 5,595 


Minus signs indicate losses. 


This table gives the estimated profit 
and loss provided no dividends are paid 
to stockholders and indicates the pos- 
sibility of ten per cent. dividends (being 
five per cent. return on the total amount 
paid-in to the company after deducting 
organization expenses) as follows: 

Annual new business $1,000,000—not 
ia 10 years. 

Annual new business $2,000,000—aot 
in 10 years. 

Annual new business $3,000,000—end 
of S years. 

Annual new business $4,000,000—end 
of 6 years. 

Annual new business $5,000,000—end 
of 5 years. 

Annual new business $10,000,000—end 
of 4 years. 

Of course such dividends if paid would 
in a sense be simply repayments of sur- 
plus paid in by stockholders, the amount 
of such surplus remaining being still 
less than the amount paid in. 

The following table shows the influ- 
ence of the profit and loss indicated in 
tab'e No. 4, upon the original paid-in 

apital and surplus of $200,000. 
TABLE NO. 5. 

Balance of original $200,000 capital 
and surplus. (Agency expense 80 per 
cent. of first year premiums.) 





165.874 
169,507 
175.102 


159,029 


Tables 4 and 5 show generally that if 
the company writes on a pai for basis 
only one million of new insurance each 
year, it will continually lose money, the 
au ount of loss averaging over the first 
ter years about six per cent. per annum 
upon the capital stock, and the amount 
of capital and surplus remaining at the 
erd of ten years being $139,000—showing 
a total loss in ten years of $61,000 plus 
all the interest earned upon the capital 
stock and surplus. 

If two million of new insurance is 
written each year the loss will be 
heavier during the first two years and 
lighter thereafter, the total strain on 
the company’s finances being greater 
until the sixth year, and thereafter less. 
Writing this amount of new business the 
company would end the ten year period 
with a capital and surplus of $175,000, 
or just $25,000 less than it started with. 


A similar condition is shown for an 
annual new business of three, four, five 
and ten millions, the actual loss being 
sreater during the first two years as 
the amount of new business increases, 
and the strain upon the company’s fi- 
nances being more severe in each case 
up to the end of the fourth year and 
less severe thereafter. This recovery 
where large amounts of insurance is 
written is of course caused by the in- 
crease in the amount of business which 
has passed its first year and commenced 
to contribute to the company’s expenses. 


Table No. 5 indicates the strength of 


ANNUAL NEW BUSINESS 


this recovery by showing that if three 
millions of insurance is written the orig- 
inal $200,000 of capital and surplus is 
made up after nine years. On a four 
million basis, after seven and one-half 
years; on a five million basis, after 
about six and one-half years, and on 
a ten million basis, after about five and 
one-half years. 

1 did not make calculations for an 
annual new business greater than ten 
millions because that amount is prob- 





ANNUAL NEW BUSINESS 


rhree Four Five Ten 
Million Million Million Million 
—2A,281 —29,708 —35,135 —62,270 
— 9,840 —10,986 —12,132 —18,864 
— 4,066 — 2,847 — 1,629 3,413 
338 3,486 6,635 21,273 
3,501 §,189 12,876 35,157 
5,793 11,754 17,715 46,306 
8.074 15,330 22,586 57,590 
10,762 19,476 28,190 70,420 
14,024 24,414 34,805 85,351 
17,895 30,195 42,495 102,568 





ably already beyond the limit which any 
new company could secure at the assum- 
ed rate of expense. In this connection it 
might be proper to again point out that 
the agency expense of eighty per cent. 
of first years premiums includes not 
only first year commissions but, in ad- 
dition to first year commissions, every 
other agency expense of the company 
except that which may be reasonably 
classified as home office expense. It 
should also be remembered that the 
calculations assume that no renewal 
commissions whatever are payable. 

The estimated profit or loss each year 
from different amounts of anual new 
business on the assumed basis with 
ninety per cent. agency expense is shown 
by the following table. 

(To be continued next week.) 





Over $20,000,000 Insurance in Force. 





So industriously has the force of the 
Scranton Life, of Scranton, Pa., been 
working that the Company’s business 
in force now exceeds $20,000,000. The 
assets are over $1,000,000, and the net 
surplus in excess of $100,000. 











rhre« Fo Ten 

Million Million 

175,719 7 

165,870 of 

1GIE.SLS 156.4 

162,151 159.945 

i552 168,134 

171,445 179.888 

17,519 195,218 

14). 281 214,694 

204. BOD 239,108 438, 375 

222,200 59,31 540,943 
R. J. Wiiliams, Missouri.—Many 


years ago the advice was given me, thai 
in making acquaintances I was to follow 
out two ideas: That the acquaintances 
either have money or influence. In that 
way you naturally come in touch with 
men of affairs. 

“To get in touch with men of affairs 
you must necessarily conduct yourself 
in a way that will command the respect 
of the people of the community in which 
you live. I have found it just as easy 
to insure a man worth millions as one 
who is laboring for his daily bread. In 
fact, easier, I think. The question of 
getting to him is the vital point. There 
are many ways of doing it. Mr. Hun- 
sicker has suggested a number of very 
good ones. 

“I hardly know myself, nor does any- 
one else, how I can write a particular 
case. A successful solicitor once told 
me to remember one thing, that no mat- 
ter how little you, know about the mat- 
ter you are presenting, you know more 
than the prospect. We must have con- 
fidence in the company, confidence in 
the contract and confidence in our- 
selves.” 





Preparing for the “Big Noise.” 





Members of the Pittsburgh Associa- 
tion of Life Underwriters, following es- 
tablished custom, will give an inaugural 
banquet to the recently elected officers 
of the National Association on the 28th 
instant. 





National Life Insurance Company 
MONTPELIER, VERMONT 


Mutual. Organized 1850. 


This company has increased its dividend scale this year for 
the third successive year, and the increase applies to all partici- 
pating policies in force from 1850 to date. 


An attractive monthly income policy just placed on the 
market. 


A good agency opportunity tor the right man in Central 


New York. 
CORRESPONDENCE INVITED 








Southland Life Insurance Company 
DALLAS, TEXAS 


HALF YEARLY STATEMENT 
— Increase in Mortgage Loans from. $307.594 to $460,000 
Increase in Assets from 5RO.72R t 661.835 
. Increase in Reserve for the benefit of | 
holders fron 128,925 t 216,168 
Insurance in force June 30th, 1911 $10,230,000 
GOOD MEN will be given lil sl contracts for agen¢ servic 
n Arkansas and Texas, and the Home Office man 
ement W help them to suc 





JAS. A. STEPHENSON, President 








The Bankers Life Association of Des Moines | 


A Mutual Association of Preferred Risks Exceptional Record for 31 years for 
Low Rate of Mortality. Prompt Payment of Claims, Feonomy of Management, 
Security of its Funds and Satisfactory Results for its Policy Holders 


Gross Assets January 1, 1911 - - $17,290,445.08 
ERNEST E. CLARK, President 


CLINTON L. BOOTH, General Agent, 246 Arcade, Cleveland, Ohio 
Ss. W. MEYERFELD, General Agent, 1328 Broadway, New York City 








RESERVE LOAN LIFE INSURANCE CO. 


Indianapolis, Ind. 
Assets $2,127,667.58 - - Liabilities $1,891,363.65 


Surplus to Policyholders $236,303.93 


For Territory Address 


Saarelary- 








BUMPER CROPS IN TEXAS 
Are assured this year 


TEXANS NEED INSURANCE 


And have the money to pay for it 


Southwestern Life Insurance Company 


Oldest and Strongest Texas Company DALLAS, TEXAS 














GENERAL AGENT WANTED 


We have a desirable General Agency opening in the Central West. Not looking 


for a “‘phenom’’; just a man of high-grade character and ordinary business production 


ARE YOU THE MAN? 


Address General Agent 


Care of THE EASTERN UNDERWRITER, 105 William Street, New York 














Capable agents can get splendid contracts in New York 
City by addressing 


Security Mutual Life Insurance Company 
BINGHAMTON, N. Y. 


C. MERWIN TURNER 


NEW YORK, N. Y. 


801-2 Dun Building, 290 Broadway 
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THE EASTERN 








UNDERWRITER 


October 26, 1911. 








WILL BE FITTINGLY HOUSED 


BUILDING A MODEL STRUCTURE. 





New Home of the Life Insurance Com- 
pany of Virginia Will be a 
Decided Attraction. 


Fronting the Capitol Square Park of 
Richmond, ‘and upon a site command- 
ing a view of twenty miles, the home 
office building of the Life Insurance 
Company of Virginia, now in process 
of erection, will when completed, prove 
one of the most attractive structures of 
its kind in the entire country, and will 
add greatly to the architectural beauty 
of its home city. 

With a frontage of 150 feet on Capi- 
tol street and 50 feet on Tenth street, 
the building will be of the Corinthian 
type of architecture. It will be con- 
structed of stone over a steel frame 
and will be thoroughly fire-proof. 

Designed to meet the peculiar needs 
of the Company no feature that will 
tend to that end will be omitted, utility 
and beauty being the two features kept 
to the front by its designers. 

And the Life Insurance Company of 
Virginia is worthy the home it will 
shortly occupy. Chartered in 1871, the 
Company has assets of close to $6,500,- 
000, and a net surplus of about $1,000,- 
000. Its insurance in force is approxi- 
mately $75,000,000. A credit to the Old 
Dominion State and to the business of 


life insurance, underwriters every- 
where will rejoice at the continued 
prosperity of this fine old Southern 


company. 


Just how the alert agent 


Sinking may follow a desirable 
Fund for lead for business is thu 
Mortgages. outlined by “The Trav- 
eler’s Record:” 
“Whenever a man buys a piece of 
real estate upon which he finds it nee- 
essary to place a mortgage, no matter 
whether that real estate is a farm or 
a residence, or uncultivated land, he 
creates an immediate need of life in- 
surance, and consequently an opportun 
itv for every wide-awake insurance 
solicitor. 
“The creation of a mortgage is the 


creation of a debt which has to be paid 
sooner or later. While the value of the 


property is ordinarily greater than the 


amount of the mortgage. a mortgage 
threatens the equity so long as it re- 
mains unsatisfied. It may be renewed 


} 


from time to time, but the debt remains 


until paid off or the holder forecloses. 
Ordinarily if the value of the property 
decreases to less than the mortgage, 


the holder of the mortgage can not only 
foreclose, but can, if he sells the prop- 
erty, hold the giver of the mortgage for 
the balance which the sale of the prop- 


erty did not satisfy. This balance may 
be very large, for the property at forced 
sale may bring far less than its real 
value, and the holder be assessed for 


court expenses in addition. 

“Again, if the maker of the mortgage 
does not live; if he is unable to carry 
out those plans for that possible devel- 
opment of the property which he had 
in mind at the time of purchase, the 
debt remains at his death and must be 
paid by those either unacquainted with 
his plans or who lack the ability 
the means to carry them out. 

“With the creation of a mortgage 
there should go hand in hand the crea- 


tion of a sinking fund sufficient to pay 
off that mortgage on a certain date, and 
of a character not to be brought to a 





cloSe by his death, but rather matured 
by his death to its full value. This an 
Endowment policy accomplishes. 

“How, it may be asked, is the agent 
to know of the creation of a mortgage? 

“In almost every community the sale 
of a property is published in the papers 
and in the majority of cases a mortgage 
is accepted in part payment. A little 
investigation of the public records will 
show where this is the case, and if it 
is, the amount of the mortgage and the 
date it is due. 

“Again during the negotiations for the 
sale of a property the possession of an 
Endowment policy by the purchaser 
smooths the way by guaranteeing the 
sellers that the means for satisfying 
that mortgage is provided for. 


“Tt is not an uncommon practice in 
New England when a man secures a 
loan upon his house from a savings 


ADVICE FROM ONE WHO KNOWS. | 


Charles Weinfeld, general agent for 
the Northwestern Mutual Life, at 
Wausau, Wis. holds the enviable 
record of having secured 247 applica- 
tions for life insurance within a year’s 
time. 

How this creditable work was done 
formed the subject of an address by 
Mr. Weinfeld before a recent gathering 
of the Life Underwriters Association of 
Indianapolis. 

In part Mr. Weinfeld’s remarks were 
as foliows: 

“How to write 247 applications in one 
year cam be accomplished by three 
things. The first is Work, the second 
is more Work, and the third is Work 


























JEW HOME OFFICE BUILDING OF 


the same 
purpose of paying instal- 
time to time and to ex- 
at maturity, but already the 
practice of taking insurance instead of 
making a savings bank deposit has 
gained in favor, and rightly so, for the 
savings bank deposits, and consequent- 
ly the payment of instalments upon the 
mortgage, depend for their continuance 
on the continued life of the depositor, 
whereas the Endowment policy not only 


bank, to begin a deposit in 
bank for the 
ments from 
tinguish it 


matures immediately for its full amount 
on the death of the insured, but also 
provides for full payment at maturity. 
At any event, the creation of some form 
of sinking fund for the repayment of 
the loan is essential. If the borrower 


finds some other form more satisfactory 
than an Endowment policy, very well, 
but this in no wise removes the demand 
for insurance which can pay off all lia- 
bilities in event of death. In this event, 
at least a term contract should be pur- 
chased, although we would advocate a 
higher premium form of insurance if 
the purchaser can afford it, for as a 
general principle the higher the pre 
mium the smaller the cost of the insur- 
ance, 











The Emblem of Sound Insurance 





National Life Insurance Company 


Of the United States of America 


ALBERT M. JOHNSON Home Office: 
President National Life Bldg., Chicago 
THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 
Honorable and industrious men with or without experience in Life 
Insurance are solicited as Field Representatives for this Company. 
There are few companies a8 substantial and none with more desir- 
able contracts for the right men. Our policy contracts are the most 


attractive issued. 
Address all communications to ROBERT D. LAY, Secretary 
CHICAGO’S OLDEST AND STRONGEST COMPANY 


FOUNDED 1868 











LIFE 


like the Devil. 
common every-day work that is spelled 
W-o-r-k; that’s the way you spell it 
when you refer to a man digging a 
trench or moving a building; but the 


INSURANCE CO. OF VIRGINIA. | 


Now, I don’t mean the | 


way to spell Work referring to the life | 


insurance game 
Get them and you are working. What 
is the first remark you make about a 
successful producer in the life insur- 
ance business? You say that he is a 
worker, and if you work, you can ac- 
complish the same results. 

“You frequently have a man say to 


you, ‘What do I want insurance for? 
The money will do me no good when 


I am dead.’ And 1 reply, ‘My company 
has taken care of that. If you will give 
me your application for $5,000, at your 
death my company will divide it into 
two drafts of $2,500 each, and we will 
send one to each place, but in your 
case I would direct the company where 
to send the entire amount, and you will 
probably be shoveling sulphur when it 
is handed to you.’ If the man has any 
sense of humor, you have an opening. 
If he hasn’t and he looks taller than 


you are, kind of edge toward the door | 


as you are finishing your remark. 
“When a man calls my attention to 
another company, [ tell him so many 
good things about my company, that 
{should my company quit business the 
next day that man could never be per- 
suaded to take out any life insurance. 
“You occasionally have a man tell 
you, ‘Why the agent that was in yester- 
day stated that he had the best com- 
| pany.’ Go after him this way. Look 
|him in the eyes. When you are telling 
the truth you need not go to that exer- 
| tion. ‘I have been in the insurance busi- 
|ness five years and should I have a row 
| with my company and quit it I am 


~ 


is A-p-p-l-i-c-a-t-i-o-n-s, | 





1860 


1910. 


GEORGE E. IDE, President 


IE ee oe rr $25,025,299.06 

Insurance reserve fund, 

Reserve for 
dividends............ 

Reserve for all 
contingencies........ 

Insurance 
December, 3l1st, 1910 


“As aresult of a thorough examination 
into the affairs of this Company, it is evident 
to your examiners that the business is being 
conducted in an efficient manner * * * with 
a view to obeying fully the law and with 
intention of dealing with the policy-holders 
justly.”"—Extract from Report of the 
New York State Examiners, Dec. 24. 


51st Year 1911 


Home Life 
Insurance 
Company 


ot New York 


oc ccee + sceG20, 987,700.90 
eferred 
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through with the insurance game, be- 
cause I can’t afford to sell my friends 
and acquaintances something that I do 
not positively know is the best on 
earth. If the man is on the fence, 
you’ve got him over in your lot eating 
out of your hand. 

“IT was asked by another insurance 
agent, ‘Do you have any helpers?’ Il 
replied, ‘Yes, I have three, and I am 
going to put you on, because you can 
hire them in your own town. The first 
is a good fountain pen, the second is a 
bunch of application blanks, and the 
third is a liberal amount of convincing 
conversation.’ ” 

. . 
In recounting his ex- 
Writing a periences in insuring 
Suspicious Man. a suspicious man, T. 
J. Parkes, of the Life 
Insurance Company of Virginia, says: 

“An agent of mine telephoned me that 
he wanted me to go sixty miles to close 
a peculiar case; the prospect was a 
crank and the agent did not know how 
to get at him. I met the agent a little 
before noon and talked over the case 
with him. I learned enough to see 
clearly that the man was a crank in cer- 
tain ways. I visited the banker, the doc- 
tor and a leading merchant to get fur- 
ther information. 

“After lunch I was introduced by the 
agent, who then left the prospect and 
me alone. I talked life insurance, then 
our company, then our policy, produced 
the policy and showed its good points. 
I produced our annual statement and 
showed how we stood. 

“I had my application there all the 
time, and as I asked questions and got 
the information, I began filling up the 
application, from bottom, not the top. 
By and by I got the application filled, 
except the name on the dotted line. 

“IT looked at him; suspicion was writ- 
ten on his countenance. ‘{’m not going 
to sign that,’ he said. ‘I haven’t asked 
you,’ I answered, ‘and I’m not going to 
ask you. I wouldn’t let you sign it. But 
I will leave you the application, the 
policy and the company’s report. It is 
twenty minutes to five and I take the 
five o’clock train to return home. You 
are suspicious of me; you think I am 
gold-bricking you. You are suspicious 
of my company and think the same 
of it.’ 

“There was the psychological moment. 
I closed the documents and I said I 
would return in three days. ‘In the 
meantime,’ I said, ‘I refer you to s0- 
and-so,’ and I named a couple of local 
bankers and the mayor of the town. 
‘You can find out what sort of a man 
Parkes is and what sort of a company I 
represent. Think the matter over; talk 
it over with your wife.’ 

‘When I went back he almost threw 
his arms around my neck, and in five 
minutes I had his signature on the dot- 
ted line. The psychological moment was 
when I discovered his suspicion and dis- 
appointed him.” 
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QUALITIES FOR SUCCESSFUL SALESMANSHIP 





In a recent issue of The Eastern 
Underwriter appeared a_ substantial 
quotation from an address on “Sales- 
manship” delivered by Hugh Chalmers, 
of the Chalmers Motor Co. of Detroit, 
before the American Life Convention. 

Speaking of the qualities essential to 
successful salesmanship, Mr. Chalmers 
said he had given considerable thought 
to the subject and that in his opinion 
they primarily are: Health, honesty, 
ability, initiative, knowledge of the busi- 
ness, tact, sincerity, industry, open- 
mindedness and enthusiasm. In elabor- 
ating upon these qualities, Mr. Chalmers 
said in part: 

Health.—Now, when I say he should 
have health, I do not mean that you 
want to go to the extreme of interfer- 
ing with a man’s private life and selling 
him what he should eat and drink, or 
anything of that kind, but 1 believe that 
in the selection of men the question of 
health should enter largely, because, in 
my Own experience, I have always found 
that a healthy mind is better nourished 
in a healthy body than otherwise. The 
man who has health of the body is 
surer to have a healthy mind than the 
one who has not bodily health. 

Into this question of a salesman’s 
health enter the things he shouldn’t do. 
There is hardly a salesman in the coun- 
try to-day but isn’t doing something 
that is injuring his health. The great- 
est thing that bothers us all is our 
habits. I refer particularly to the sub- 
ject of eating, drinking and smoking too 
much. 

Honesty.—In speaking of honesty, I 
don’t refer to it in the baser sense, be- 
cause a man is nothing short of a fool 
nowadays who is not absolutely honest. 
But honesty goes further than just what 
a man does. Honesty means what a 
man thinks as well as what he does. 
After all, gentlemen, there is only one 
man in the world who knows whether 
a man is honest, and that is himself. 
Our wives think we are honest, and 
whether we are or not, it is a good 
thing to keep them thinking that way, 
but they could not prove it to save their 
souls. Whether you are honest or not 
is something that only you in the depths 
of your heart can tell. But I give it to 
you as good sense, and business logic 
that honesty in all things must be the 
rule of all men if they are going to 
succeed. I tell you it is a good thing 
that some men are dishonest, because | 
if they were honest, coupled with their 
natural ability, you and I wouldn’t have 
much of a chance. 

Ability.—I have found in my limited ex- 
perience that most men have two arms, 
two legs, two eyes, two ears, a nose and 
a mouth, and considering their height, 
they weigh about the same. Now, what 
,makes the difference between one man 


, |and another? Nothing but brain power. 


|That’s all. One man has developed his 
| brain further than the other. If all men 
| were created equal in brain power, they | 
| would not remain that way. You re- 
|member the parable of the talents? 
| Some of us are so afraid that what we | 
|have will get away from us that we| 
| wrap it up in a napkin and keep it, aud 
|we have that talent always, but never 
add to it. 
It has been my experience that there 
lare but three kinds of men in the 
| world—first, the kind you have to tell 
lonce to do a thing and you can bet 
| your life it will be done; the second is | 
/the kind you have to tell three or four 
| times, and the third is that great bus!- | 
| ness producing, creative lot of men who 
| don’t have to be told at all. They have 
|initiative. .They know what to do and | 
| they go ahead and do it. Dewey had) 
linitiative when he cut the cable at| 
Manila, because he was on the gtound | 
and knew better what to do than the | 
men at Washington did. 
Initlative—What we call skill in a| 


| 











surgeon is initiative in a business man. 
If a surgeon had you on the table and 
had operated for appendicitis and found 
that he had made a mistake and some 
other condition existed, he hasn’t time 
to go and take a book from the shelf 
and say “I will read up on this sub- 
ject.” No, he has to go ahead and finish 
the job, whether it is your finish or his 
finish. They call that skill in a sur- 
geon, but it is initiative in a business 
man, because he must face critical situa- 
ations; he must face untried problems, 
and must solve them for himself. He 
must do something. 

Knowledge of the Business.—I have 
always noticed that the lawyer who 
reads the most law books and keeps up | 
to date on law is, as a rule, the best | 
lawyer. The insurance salesman who | 
can tell you offhand how much insur- | 
ance should cost at your age always | 

| 
| 





makes a favorable impression. Similar- | 
ly, the hardware salesman. I know the 
statement that “salesmanship is a pro-| 
fession” is worn threadbare, but it is | 
true nevertheless. A man ought to have | 
all the knowledge of his business that 
he can possibly obtain, keeping in mind} 
the old saying that “knowledge is| 
power.” | 

I remember once of being in Germany | 


at a salesmen’s convention, and there 
was one man there who had been} 
banner agent for three years in suc-| 
cession. In awarding him the prize at| 
the convention, I asked him to tell the 
other agents why he had led all the 


rest for three years. He could not have | 
answered better if he had talked a day, 
and yet he answered in practically one 


sentence, when he said, “I defy anyone | 
in all Germany to ask me a question 
about my business that I cannot an- 
swer.” That was the great secret to 
his success. 

Tact, the next quality, is that rare 
trait which enables a man to know how 
to deal with his fellow men. Tact is 
something it is pretty hard to give a 
man. He must cultivate it himself. | 
Some people mistake tact for “jolly.” 
A man who can jolly you into some- 
thing isn’t always tactful; he is merely 
expedient. He had done the most ex- 
pedient thing at this time, perhaps, but 
he probably hasn’t been honest with 
you. So don’t mistake the thing. Tact 
would not jump out of a window unless 
he saw a soft pillow at the bottom. It 


is pretty hard to describe it, but we all 





THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 
INSURANCE CO. 


BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the.very best possible 
security, with a safe, 
equitable contract 





FINANCIAL STATEMENT 


Assets Jan, 1,1911 .... $54,422,643.60 
Liabilities............... 50,108,449.79 
Es pica iae kediivesegs 4,314,193.81 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
20 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 














THE ACENCY 


OF THE 


RELIANCE LIFE 


IS PAYING FOR OVER 
ONE MILLION PER MONTH 











-OF 

Properly written and carefully selected 
business No stock ‘liing, board or re- 
insurance schemes sontracts made by 
correspondence, personal interview can 
be arranged for in most any state by 


addressing 


RELIANCE LIFE INSURANCE CO. 
PITTSBURGH, PENN’A. 








CAPITAL $1,000,000 


Management. 





Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President 


SURPLUS $500,000 


LIFE AND CASUALTY INSURANCE 
Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
First Class Openings in bothBranches for PRODUCERS 
Address M. Y. Manley, Superintendent of Agencies 








JOS. G. BROWN 
President 


CHAS. W. 
Sec'y and Supt. 





JEFFERSON 


Standard Life Insurance Company 
Home Office: RALEIGH, 
A progressive, conservative Southern Life Insurance Company 
Surplus to Policyholders $487,536.43 
Liberal agency contracts and attractive policies. 
men of ability and energy 


WRITE FOR INFORMATION 


GOLD 
Agencies 


NORTH CAROLINA 


We can interest 


P. D. GOLD, Jr. 
Vice-Pres. and Gen. Mgr. 








8 


THE EASTERN UNDERWRITER 


October 26, 1911. 





know that tact is a great quality to 
possess. 

Sincerity is that rare quality which 
not only makes friends, but holds them. 
You can tell from the way men talk 
whether they are sincere or not. Men 
are affected by everything you say or 
do. You know that throwing thoughts 
at a man is nothing more nor less than 
throwing something tangible at him. 
Now, gentlemen, I claim it is impossi- 
ble to throw insincere thoughts at a 
man and have him catch sincere 
thoughts. It is just as impossible to do 
this as it is impossible for me to throw 
a hammer at a man and have him 
catch a monkey wrench; if he catcbes 
anything, he will catch the hammer, and 
I say that men are‘ unconsciously affect- 
ed by the sincerity or insincerity of 
the men they are dealing with; so I 
believe in being sincere in all things. 
Insincerity has taken a few orders, but 
insincerity never held a job long. 

I admire a sincere man and so do 
you. I hate a jollier. It is your friend 
who criticises you, and your enemy who 
flatters you. Your friend is sincere, 
wants to improve you and tells you 
where you are wrong. But the man who 
tells you that you are the best fellow 
on earth when you are wrong, isn’t your 
friend, because he is encouraging you 
to continue to do things that aren’t 
right. Therefore accept criticism, be- 
cause it is your friend. 

Industry.—I think the man who coin- 
ed that sentence “always on the job” 
iid a good day’s work, because industry 
reat thing. Keep busy. Keep your 
Teach them to do their 





clerks busy 
work right. 

Open-mindedness is the willingness to 
take suggestions. The man who knows 
t all is standing on a banana peel 
placed there by a fool-killer “who is 
waiting just around the corner. The 
man who is not open-minded will get 
into a rut, and, after all, gentlemen, the 








only difference between a rut and a 
ave is the width and depth. We 

should all be willing to receive sugges- 

tions. The day is long past when sales- 

men used to resé 

alesmen accept t 

heard of cases where len 

suggestions to a superintendent or a 

manager and he has told them that that 

vas h business and has gone so far 

as to “fire” them for inter nee. The 

man who is doing the wo every day 

is the man who is best of and able 





+o tell you how to improve it. I would 
just aS soon be stopped by a janitor, 





as by a general manager, because the 
hances are ten to one that the janitor 
ows morse ut the things he wants 
» tell me about than the general 
inager does So I ; are to 

progress we should 1 glad 


suggestions. 





receive 

Enthusiasm.—A man might have hon- 
esty, health, ability, initiative knowl- 
e of the business, tact, sincerity, in- 
lustry and open-mindedness, it with- 
ut enthusiasm he would only be a 





isiasm is the white heat 
to one 


tue il iu t= 2 
hat fuses all of these qualities ir 
effective mass. To illustrate enthusiasm 
car a saphire, and a piece of 
and I can rub the plain 
a surface as hard as 
when I put the two 








re, but 








ygether look down at them I find 
that the s hire has a thousand little 
ghts glittering out of it that you can- 


not get out of the blue glass if you 
j he What those 


sapphire, en- 


usand years 






are to the 


siasm is to the man. 


] to see enthusiasm. A man 
should be enthusiastic about that in 
which he is interested. I like to go to 

ball game and hear a man “root” for 
the home team, and it never bothers 
me a bit, because I know that that man 
has enthusiasm. He has interest. I 
would not give two cents for a man 
who works for money alone. The man 
who- doesn’t get some comfort and 
enthusiasm out of his daily work is in 
a bad way. Some men are almost ir- 
resistible—you know that—it Is because 








enthusiasm radiates from their ex- 
pression, beams from their eyes, and 
it is evident in their actions. Enthusiasm 
is that thing which makes a man boil 
ever for his business, for his famiiy, 
or for anything his heart is in. So lI 
say, enthusiasm is one of the great 
things a man can have. 
Some Faults of Insurance Men. 

Some of the faults of insurance men 
| have met are as follows: 

(1) They are entirely too technical. 
They will talk about things they under- 
stand, but that the prospect knows 
nothing about, such as endowment, ton- 
tine, old line, straight life, etc. 

(2) They are over-persistent. Some 
do bore busy business men because they 
don’t know when to make the approach 
or to leave the prospect. 

(3) There is too much “knocking” 
among life insurance men. “Knocking” 
never pays. A knocker, properly de- 
scribed, is a thing that hangs outside 
a door. It doesn’t pay to “knock” a 
competitor. If you are asked about 
some other insurance man’s proposition, 
say something favorable about it and 
then show the advantages of your own 
policies, 

(4) Over-selling. Trying to sell a 
man more insurance than he can prop- 
erly carry, which often results in great 
harm to the insurance business. 

(5) Some salesmen don’t give the 
otiter fellow a chance to talx at all. 
Many men will sell themselves if not 
talked out of it. 

(6) Too many propositions and op- 
tions, which are confusing. 


I have outlined briefly some of my 
theories and experiences with men. 
Now, those of us who handle other men 
should bear in mind that it doesn’t 
make so much difference what we do 
ourselves as what we get done. The 
most important thing is to organize 
ourselves—make ourselves do the im- 
portant work. We succeed only in pro- 
portion as we get the best work from 
other people. So 1 say, let’s not drive 
tacks with a sledge hammer. Let the 
people who are carrying tack hammers 
lo tack-hammer work. If you are car- 
rying a sledge hammer, do heavy werk. 


Do only the most important things in 
your business. Leave the details to 


other people. 


One of the things that must be avoid- 
ed in salesmen is to keep them from 
getting into a rut, because they are do- 
ing the same work all the time and 
they are liable to get into a rut, and do 
you know, gentlemen, that the only dif- 
ference between a rut and a grave is 
the width and depth? That is all, and 
we graduate from the one into the other 
as a rule. 

I believe thai the methods of doing 
business have changed wonderfuliy in 
the last five years, and 1 am very thank- 
ful that I am able to live at a time 
when decency in business is not only 
the right thing, but the popular thing. 
There never was a time when our code 


of ethics in business was as high as} 
it is at the present time, and we want | 


to see that it remains so. It doesn't 


make any difference who is responsible | 


for these new ideas about proper meth- 
ods of doing business, and it doesn’t 
make any difference how much censure 
has been heaped upon certain of these 
men in the past, the fact remains that 
business generally is better off with the 
house-cleaning of the last few years; 
that business men have a better under- 
standing of what are legitimate busi- 
ness methods, and I say that it is a 
mighty good thing that we have had 
this cleaning and understanding of what 
is right and wrong in the insurance 
business, as well as in all other busi- 
nesses. 
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TEACHES COURAGE. 

H. A. Murphy, assistant for the Pru- 
dential at Huntington, N. Y., thus speaks 
on “Life Insurance Salesmanship:” 

Life insurance salesmanship is the 
world’s great school of human nature— 
make no mistake about that. No other 
profession in the world will give you 
such a clear insight into the different 
kinds of people we meet, into their 
characters and into their motives. Per- 
haps you say, “I have not the courage 
to canvass for life insurance.” Selling 
life insurance teaches you courage, 
teaches you to meet people fearlessly, 


teaches you to think fast and clearly 


while you talk to them. “Don’t be 
afraid.” 

Perhaps you say, “I am not well ac. 
quainted.” You don’t need to be. If 
you are the most popular person in the 
community, that would not be a guar- 
antee of your success as a life insur- 
ance solicitor. It is the value of the 
policy that you offer and the manner 
in which you offer it that determine 
your success. 

Life insurance is the best paid occupa- 
tion in the world. There is money in it 
for you in being a good salesman. The 
longer you work at it, the better your 
skill becomes, and there is always a 
way to turn that skill into money, while 
other men wait for employment. The 
life insurance salesman makes employ- 
ment for himself, while other men must 
take whatever income is offered to them. 
Our income depends upon ourselves. In 
soliciting for life insurance, endeavor 
to make each interview give you an 
opening for interviews with other pros- 
pects; always ask the prospect for the 
names of one or two friends who may 
possibly be interested in our contracts. 
Study the contract that you have in 
mind. The better you know the con- 
tract, the more enthusiastic you will be 
when calling, and the more signatures 
you will get on the dotted line. 
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CASUALTY AND 


SURETY HAPPENINGS 





STATE SUPERVISION OF RATES 


COMPANY MANAGERS FAVOR IDEA. 
Stone, Law and Wolfe Advocate Co- 
operation Between Underwriters 
and Public Officials. 





Supervision of rates by the 
was advocated by several of the 
ing speakers at the fifth annual 
vention of the Liability Insurance 


States 
lead- 
con- 
Asso- 


ciation, held in this city on Thursday 
last, and the suggestion seemed to find 


from 
officials 


ready sympathy 
the company 
gathering. 

In practical operation insurance by 
the State, even when conducted in such 
conservatively governed countries as 
Norway, has shown to be a practical 
failure, while the administration of the 
much vaunted compensation 
Germany developed into a scandal of 
the first magnitude. In this peneete si the 
idea of State insurance is growing in 
favor and politicians are making the 
most of the sentiment. 

The need of reliable information upon 
the subject is apparent, and this want 
the liability men propose supplying in 
so far as possible. 

At the gathering on the 19th, able ad- 
dresses dealing with the general sub- 
ject of “State Insurance as Affected by 
Workmen’s Compensation Legislation” 
were made by John T. Stone, pres- 
ident Maryland Casualty Company; P. 
Tecumseh Sherman, former Commis- 
sioner of Labor, New York State; Frank 
KE. Law, vice-president Fidelity & Casu- 
alty Company; J. Scofield Rowe, vice 
president Aetna Life Insurance Compa- 
ny: S. H. Wolfe, consulting actuary; 
Edson S. Lott, president United St 
Casualty Company, the conclusion of 
the last address followed by a 
decidedly interesting general d 

Elsewhere in these pages 
substantial extracts from several of the 
addresses. 


the majority of 
present at the 


ates 


being 
iscussion 


reprint 


Association Decides to Merge. 
The fifth annual meeting of the 
bility Insurance Association prov 
be the last that will be held, the or- 
ganization having decided to merge its 
identity with that of the Internat jonal 
Association of Casualty and Surety Un- 
derwriters. 

During its brief independent exist- 
ence the Association has occupied a 
prominent place among the underwrit- 
ing organizations of the country, and 
has been the means of developing some 
of the best thought upon casualty in- 
surance subjects. 

A large measure of credit for the re- 
sult is due to A. Duncan, the retiring 
president of the Association, and prom- 
inent in its councils since the organiza- 
tion was formed. 


Lia- 


ed wo 





ISSUES AMENDED PLEDGE. 


Casualty Insurance Exchange Prepares 
New Form of Agreement 
for Brokers. 


An amended form of agreement has 
been submitted the insurance brokers 
of this city by the Casualty Insurance 
Exchange, and which it is hoped will 
be accepted by the middlemen. The 
new pledge reads: 

“This agreement between the Casu- 
alty Insurance Exchange of New York 
(hereinafter called the exchange) and 
John Doe (hereinafter called the brok- 
er), witnesseth that, The exchange 


agrees: 

“1. To give to the broker, upon re- 
ceipt of the payment hereinafter pre- 
vided for, a certificate which for a year 
from its date of issuance, unless sooner 
cancelled, as hereinafter provided, shall 
entitle him to receive from members 
of the exchange, on contracts of insur- 


system of 


ance effected by him with them, the 
maximum commission on brokerage pro- 
vided in his pledge. 

“2. The broker agrees to act only as 
the agent of the assured in placing con- 
tracts of insurance. 

“3. To pay to the exchange, 
ceipt of the certificate, 


upon re- 
three ($3.00) dol- 


lars, to cover postage, clerical and other 
expenses; and during the continuance 
of such certificate. 


“4. To observe and abide by the rules 
relating to brokers and brokerages or 
commissions that may from time to 
time be provided by the exchange, and 
to accept as final the decisions of the 
exchange with respect to any charge of 
violation of such rules. 

“And it is mutually agreed that—5, 
The consideration for this agreement 
is the mutual benefit and advantage to 
be derived by each party therefrom, and 
that said consideration is good and suf- 
ficient. 

“6. That 
terminated 


such agreement may be 
and the certificate, above 
referred to, cancelled at any time by 
either party upon ten (10) days’ notice 
thereof to the other of such intention.” 

Signers to the above wil! be entitled 
to a commission of 17% per cent. upon 
all business placed on and after Novem- 
ber 1. 


WAR NOW ON. 


Challenge of General Accident Prompt- 
ly Accepted by Bureau 





Companies. 

The anticipated formal break in the 
relations of the General Accident, of 
Scotland, with its associates in the 
Workmen’s Compensation Service and 
Information Bureau, has taken place, 


and a bitter fight is now on between 
ithe rival interests. 
While willing to adhere to tariff rates 


the management of the General Acci- 


dent refused to abide by the commis- 
sions paid by the association compa 
nies, and resigned from the organiza- 


tion. Its resignation was promptly ac- 
and formal notice given all bro- 
kers of the metropolis that upon all 
transferred from the Scottish 
corporation to jureau. companies, a 
bonus would be allowed. 

Thus the wily broker is the gainer 
in the scrap now on and which he 
hopes will continue indefinitely. 


cepted 


business 


NEW PHASE OF JERSEY LAW. 


Claimants Want Damages in Lump Sum 
Rather Than in Weekly 
Remittances. 





Certain 
the new 
have pet 
2ranted 
a lump 


claimants for damages under 
liability law of New Jersey 
itioned the court that they be 
the amount alloted them in 
sum, rather than in weekly 


remittances. The court, holding that if 
the request were complied with, the 
money would in all likelihood be 
quandered, is reluctant to consent 


thereto, and has taken the 
advisement. 





FOR PREVENTING ACCIDENTS. 
Wisconsin Industrial 
ders Guarding of Shredders 

and eENOre. 


Under heavy 
owners of 
Wisconsin 


penalt ies for violation 
shredders and huskers in 
are required to place safe- 
guards upon such machines. Owners 
not only may be fined but in addition 
they are denied the defense of contrib- 
utory negligence in case of a lawsuit 
growing out of an injury to an em- 
ploye. This means that, no matter if 
the injured person was careless he can 
get damages from his employer for 
injury. 





matter under | 


Commission Or-! 








HOME OFFICE BUILDING 





METROPOLITAN LIFE INSURANCE COMPANY 





The 
Metropolitan Life 


Lnsurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


| ~ Of the People 
The Company By the People 
| - -For the People 


The Daily Average of the Company’s 
Business during 1910 was: 
507 per day in Number of Claims Paid. 


6,163 per day in Number of Policies 
Issued and Revived. 

$1,428, 738.00 per day in N 
Issued and Revived. 

$212,733.23 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$121,717.71 per 
Assets. 


Yew Insurance 


day in Increase of 


JOHN R. HEGEMAN, President 








T. WM. PEMBERTON, Ist Vice-President 


Its Policies are clear and definite 
guaranteed, 
Assets December 31, 
Liabilities December 31, 1910... 
Insurance in Force December 31, 


J. G. WALKER. President 


E. D. HARRIS, Secretary 
ORGANIZED 1871 


LIFE INSURANCE COMPANY 


Home Office, Richmond, Virginia 
THE OLDEST Southern Life Insurance Company : 
THE LARGEST AND STRONGEST Southern Life Insurance Co 
THE PIONEER Southern Industrial Life Insurance Co 
in their provisions, and their values are absolutely 


RUE. ni:0.- ce evcccsscceceseccccessesecse 


meaadeyienceee 
otal Payments to Policyholders since Organizatio mn. 


W. L. T. ROGERSON, 2nd Vice-President 


mpany 
mpany 


$6,338, 576.82 
5,106, 996.02 
72,440,374.00 
10,786,598 97 











LIFE 





INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 
GOOD AGENCY CONTRACTS TO GOOD AGENTS 
APPLY TO HOME OFFICE, 178 DEVONSHIRE ST., BOSTON 








Policies, complying with the 


OR TO 
W. N. COMPTON, General Agent, 220 Broadway, New York 
FRANCIS MARSH, Mgr. for Eastern Mass., 120 Franklin St., Boston 
WHITE & FENWICK, State Agents, Union Bldg., 9 Clinton St., Newark, N. J. 
The Company issues the best and most liberal forms of Life, Endowment and Term 
rigid requirements of the Massachusetts Laws 








INDUSTRIAL 





ROME INSURANCE COMPANY 
ROME, 


J. C. PORTER. Vice-Pres. and Manager 


AGENTS WANTED IN 
GEORGIA AND ALABAMA 


GA. 











Another Call Upon the U. S. Casualty. 





The he&d office staff 
States Casualty Company, of New York, 
which has been freely drawn upon for 
underwriting talent lately, will be still 
further depleted when L. R. Gregor 
resigns the management of its personal 
accident and health department to as- 
sume charge of a similar branch soon 
to be opened by the Reliance Life, of 
Pittsburgh 


of the United 


INSURANCE. 
California Latest Commonwealth to Con- 
sider Question—Special Session 
May be Called. 


STATE 





Among other questions submitted the 
of California at the general 
election held on October 10 was that 
of empowering the State Legislature to 
(Continued on page 16.) 


citizens 
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Underwriter Company, a New York 
corporation, office and place of business 
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Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.; under the act of 
Congress of March 3, 1879. 





ADVOCATES STATE REVIEW. 





The meeting of the Liability Insur- 
ance Association held in this city last 
week, was notable for its contribution 
to the subject of workmen’s compensa- 
tion for injuries, especially the recent 
pronounced tendency toward State in- 
surance. The speakers were not all 
liability underwriters. One was a 
former public official of broad experi- 
ence and intimate knowledge of the 
public side of the compensation ques- 
tion. Another was an actuary peculiar- 
ly fitted to speak of the State adminis- 
tration of insurance matters. Yet, al- 
though these men represented three 
distinct elements in the compensation 
question, all united in condemning State 
compensation insurance as impractica- 
ble and inefficient from whatever angle 
approached. 

But more important still was the 
striking similarity in the plans ad- 
vanced to meet the need which is the 
only excuse for State insurance—an 
equitable distribution of compensation 
for injuries. President John T. Stone 
of the Maryland Casualty Company, 
demonstrated that the liability under- 
writers themselves are ahead of the 
popular legislative agitation for com- 
pensation, by going as far toward State 
insurance as reason and experience 
could go. He presented to the Associa- 
tion a plan of supervision which would 
give to the State all the control that 
could be desired, including the making 
of rates and, combining at the same 
time, the experience of the companies, 
upon which the rates would be based. 

If this idea needed corroboration, it 
could scarcely get it from a better 
source than Actuary S. H. Wolfe, who 
sounded a warning of State insurance. 
At this same meeting, Mr. Wolfe pro- 
posed a commission form of supervi- 
sion which would name the maximum 
and minimum rates based on the expe- 
rience of the liability companies. Vice- 
President Law, of the Fidelity and 
Casualty Company, not going so far as 
either of the others, still kept to the 
central idea, in advocating a rating 
bureau composed of the companies, all 
under the closest supervision of the in- 
surance departments. 

Here then is an alternative for 
State insurance put forward by the 
men most competent to deal with the 
compensation question—liability under- 


writers. As one of the speakers said, 
it is after all, a matter of distribution 
of the risk, an insurance problem. The 
suggestion of State insurance in this 
connection, has proved to be so full of 
weaknesses that its impracticability is 
self-evident. P. Tecumseh Sherman 
showed that based on the experience of 
Norway, the compensation method of 
which was largely being copied here, 
the State of New York would go bank- 
rupt on its compensation claims under 
the recent Wainwright Law. In con- 
trast to the floundering of our legisla- 
tors, the liability underwriters have de- 
vised a solution to the problem which 
is based on sound knowledge. It gives 
the compensation movement the bene- 
fit of technical insurance knowledge 
and goes as far as it can, stopping 
short only of impossible State insur- 
ance. This is more than meeting the 
Situation half-way; it is anticipating 
the future and the men who advocate 
State rate-making, against their own 
business interests, deserve commenda- 
tion. 





LIFE UNDERWRITERS ASS’N. 





For many years the duties connected 
with the presidency of the National As- 
sociation of Life Underwriters—volun- 
tary, of course—have been most stren- 
uous. Each incumbent of the office has 
felt that he must keep pace with the 
record set by his predecessor, if not go 
a little farther, and as a rule it has 
simply meant a year in which practi- 
cally no time could be given to person- 
al business. 

This is a heavy sacrifice in it- 
self, to say nothing of the expense inci- 
dent to “swinging the circuit,’ visiting 
the various local associations, and it 
was a Wise move when the executive 
committee at the recent Chicago meet- 
ing took cognizance of the situation 
and recommended that less of this 
work should be expected of the presi- 
dent, and that as much as possible the 
vice-presidents should lend a helping 
hand in handling the duties heretofore 
assumed by the president. 

It was also voted that an expense al- 
lowance of $1,000 be placed at the dis- 
posal of the president. This move is 
also in the right direction. 

The National Association of Life 
Underwriters is one of the most pro- 
gressive organizations connected with 
insurance, and it has the hearty en- 
dorsement of company executives, a 
large number of whom honored the re- 
cent convention with their presence. 
It would be difficult to get together a 
body of men more earnest in their 
work, and with ability to better discuss 
the various phases of their business 
than those assembled in Chicago. 

As a rule it is difficult to get men 
and women into a convention hall to 
commence the various sessions prompt- 
ly. In Chicago, to be late, meant to 
line up along the wall—the seats were 
taken, and it was no small hall at that. 





SEPARATION MOVEMENT. 





In all parts of the countrf the line 
between Union and non-Union compa- 
nies is being sharply drawn, and de- 
spite all talk of legislative interference, 
is bound to continue so in future. 

Managers of the limited commission 
paying companies felt that in competi- 


tion with offices granting larger returns 
to the agent they were not getting 


MAY NOT ENFORCE HORY LAW 


IN SIGHT. 





NEEDED FUNDS NOT 





Fire Commissioner Johnson Calis It 
“Paper Bureau”—State Prevention 
Moves Slowly. 





The Hoey Bill, which gives the Fire 
Commissioner of New York summary 
powers to enforce the laws governing 
unsafe buildings, was signed by Gov- 
ernor Dix last week, making another 
big stride toward eradicating buildings 
in the city that are a menace to life 
and property. But, although the bill 
is now law, there is a possibility that 
its entire purpose may be defeated. 

Fire Commissioner Johnson, on whom 
rests the chief responsibility for its 
enforcement in this city, says that he 
will be powerless unless the Board of 
estimate makes the necessary appro- 
priation for the work, for the bureau 
exists only on paper now. 

Big Appropriation Needed. 

“In my estimate for 1912,” Com- 
missioner Johnson said, “I included a 
bureau with 535 places to cost $744,000. 
T asked for a Chief of Fire Prevention 
at $7,000, two Deputies at $5,000, Chief 
Inspector at $5,000, a Civil Engineer at 
$6,000 and an inspection force of 300 
to cost $385,000. The office force would 
take up the remainder of the money 
J asked for. The Budget Committee 
recommended only nine appointments, 
a Chief at $5,000, a Chief Inspector at 
$4,000 and an office force costing in 
all $17,250. 

“The whole crusade arising out of 
the Asch fire goes for nothing unless 
the Board of Estimate grants the men 
and money.” 

What Can be Done Meanwhile. 

But other departments of the muni- 
cipal machinery are not waiting on the 
Board of Estimate to meet the situa- 
tion. Corporation Counsel Watson 
pointed out ways in which many of 
the most hazardous buildings might be 
handled with the present equipment. 
He puts the duty of safeguarding life 
in commercial buildings squarely up 
to Building Superintendent Miller. He 
pointed out that it was in his power 
to begin proceedings in the magistrates 
courts under the Sanitary Code for the 
enforcement of “reasonable and proper 
precautions to prevent and remove 
danger to life and health.” 

“The Tenement House Commission,” 
said Commissioner Watson, “provides 
us with enough cases to keep an As- 
sistant Corporation Counsel constantly 
in attendance at Magistrates Courts, 
but the Manhattan Bureau of Buildings 
merely transmits violations with the 
request that a civil action be begun 
and civil actions, however, expeditious- 
ly prosecuted are inadequate where 
human life is at stake.” 

Can Jail Violators Now. 
Mr. Watson pointed out that the 


their fair share of the desirable busi- 
ness, and concluded that their inter- 
ests would best be conserved by asso- 
ciating in agencies only where all com- 
panies were paying the same scale of 
commissions. 

Their position is an entirely just one, 
for if an agent does not elect to accept 
the proposition of the Union companies 
he is very free to decline it, and the 
offices will seek representation else- 
where. 

What unquestionably has brought the 
plan into disrepute in certain sections 
has been the foolish zeal displayed by 
some specials in seeking to coerce the 
local men into their way of thinking. 

Persuasion through such method has 
no place in present day business af- 
fairs, and no company manager would 
for a moment sanction it. The propo- 
sition is quite strong enough to rest 
upon its merits, and the adoption of 


bulldozing practices, if indulged in, 
cannot be too severely condemned. 








OF PERSONAL INTEREST 











In an address before the Young Men’s 
Christian Association, of Baltimore, on 
Friday evening last, John R. Bland, pres- 
ident of the United States Fidelity & 
Guaranty Co., made a strong plea to the 
young men to do all in their power 
to prevent class antagonism. In part 
Mr. Bland said: 

“I had just returned from a tour of 
the country, during which I visited 40 
States, and in every one found a condi- 
tion of unrest. Already there are evi- 
dences of the gathering clouds in every 
one showing serious unrest. Merchants 
are complaining of lack of trade, manu- 
factories in great number are closed 
down or partially closed down, railroad 
traffic is diminished and railroads have 
reduced their purchases to a minimum 
and have discharged thousands of em- 
ployes. 

“As a result stocks and bonds are 
greatly depressed. This is due to what 
the people read in papers, magazines 
and the doctrines preached by ambitious 
politicians and agitators. As an evi- 
dence of how people can be worked into 
a state of frenzy and made to believe 
that a great wrong had been permitted 
I will point to one striking incident.” 





There was a touch of “the old days” 
at the dinner given by Elmer E. Silver, 
manager in Boston for the Union Cen 
tral Life, to his agency force last 
week. E. P. Marshall, vice-president 
of the Union Central Life, was to ad- 
dress the agents and he brought along 
with him to the gathering, his old 
friend N. W. Harris, the well-known 
banker. Mr. Harris also spoke and re- 
called the times when he was in the 
life insurance business. 

Mr. Harris said he attributed much 
of his success in business life to his in- 
surance training. He pointed out the 
great improvements which have taken 
place in the agency personnel during 
the past forty-four years and eulogized 
the life insurance agents’ work. The 
men who represent reputable life insur 
ance companies have no apology to of 
fer for the business in approaching any 
business man, for there is no other 
class of men doing so much good in the 
world as the life insurance agent. He 
added that it is not work, but worry, 
that kills business men, and that life 
insurance is the one thing which. goes 
far to eliminate this worry from his 
life. ; 


Manhattan Bureau might copy with 
profit the system used in Brooklyn, 
where the Superintendent of Buildings 
with a rubber stamp, indicates which 
cases are emergency ones, and these 
are then pushed by the Corporation 
Counsel’s office with the utmost vigor. 
In Manhattan, nothing is done to indi- 
cate the emergency cases. 

“If the Superintendent of Buildings 
will report the flagrant violations of 
the code which jeopardize human 
life,” said Mr Watson, “I will have the 
criminals in the toils of the law within 
twenty-four hours.” 


State Work Moving Slowly. 


The work of carrying out fire pre- 
vention measures in the State seems 
to be moving slowly too. Abram I. 
Elkus, of New York, counsel to the 
State Factory Commission, who was 
appointed to investigate conditions un- 
der which manufacturing is carried on 
in first and second class cities, has 
made a formal complaint to Gov. Dix 
that many of the 2,000 or more viola- 
tions of the law relating to precautions 
to be taken to prevent fire and to se- 
cure proper and adequate egress in 
case of fire, which had been reported 
to the State Department of Labor, had 
not been acted on. 


In speaking of the Hoey Bill which 
he has just signed, Gov. Dix said that 
and that at the next session of the 
in his opinion it did not go far enough 
Legislature, he intended to recommend 
that it be considerably amplified. 
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PROHIBITION TO STAND 


THE LOCAL BOARD SO DECIDES. 








“Outside Agents” Forbidden to Write 
Within Corporate Limits of 
Pittsburgh. 





Pittsburgh, Oct. 25 (Special)—Senti- 
ment in favor of a company board for 
Allegheny county has grown in marked 
degree since the latest meeting of the 
present governing organization, and the 
prevailing thought is that before long 
an association modeled along the lines 
of the Philadelphia body will supplant 
the long-established Allegheny County 
Board. 

Whiie a measure of satisfaction is af- 
forded local agents in the knowledge 
that their dictum is final in local af- 
fairs, the feeling is counter-balanced by 
the fact that when action is taken such 
as that decided upon last week, antag- 
onisms are created that prove highly 
embarrassing in many cases, and from 
which the local men would fain be re- 
lieved. The issue passed upon on the 
19th was whether the policy outlined 
for Pittsburgh by the Eastern Union 
would be followed, or the substantial 
modification thereof demanded by the 
“outside agents” allowed. 

The Eastern Union program provided 
for six agencies within the corporate 
limits of Pittsburgh. Soon after the 
adoption of this plan by the Allegheny 
County Board, it was amended to per- 
mit agents in the county, but beyond 
the city lines, to write business they 
controlled within the limits. 

Vigorous objection to this concession 
being made by company executives, 
the privilege was suspended by the Al- 
legheny County Board, pending a con- 
ference with the Pittsburgh Committee 
of the Eastern Union. At this meeting 
on the 18th, Chairman Platt and his as- 
sociates on the Committee, speaking for 
the Eastern Union companies, explain- 
ed the reasons for the prohibitive de- 
cree, and the embarrassments that 
would result if it were ignored. 

When the matter went to vote, the 
position of the executive officers was 
sustained by a two to one vote, though 
many of those endorsing the proposi- 
tion would have been glad of a chance 
to have met the outside men with a 
compromise agreement, feeling that 
there was a large measure of justice 
in their contentions. 

Rate Modifications. 

A new schedule for metal workers, 
recently adopted by the Allegheny Coun- 
ty Board, is being applied, and members 
of the local fraternity are curiously 
waiting to see what the new figures se- 
cured thereunder will be. 

Substantial reductions in rates, it is 
anticipated, will follow the enforcement 
of the new brick mercantile schedule, 
adopted at the October gathering. By 
its terms the arbitrary charge of 25 per 
cent., heretofore enforced upon risks of 
this character, has been abolished, as 
has also the height charge of 10 cents 
per story. The tariffs under this sched- 
ule do not become effective until pres- 
ent policies expire and new ratings are 
required, 

Following the reduction in brick dwel- 
lings under protection to 25 cents, adopt- 
ed in December last, the change in 
frame dwelling tariffs became operaiive 
July 1, since which time properties of 
this character have all been written at 
40 cents. 

The same rates governing brick and 
frame structures apply to contents. 

Pennsylvania Salt Co. 

Local agents are greatly stirred up 
over the million-dollar line of the Penn- 
sylvania Salt Company, located at 
Natrona, a little way out of this city. 

A short time ago, upon the applica- 
tion of a prominent Philadelphia broker- 
age firm, the Allegheny County Board 
named a 50-cent rate upon the property 





to apply when the equipment of the 
plant was standardized. 

Before this latter action was taken, 
however, a second Quaker City firm 
asked for a tariff on the plant, and to 
it a 40-cent figure was quoted, an addi- 
tional 25 cents being added thereto be- 
cause of poor electrical equipment, the 
contention being that the fumes gen- 


| 


erated in the manufacturing were so | 


powerful as to quickly eat through elec- 
trical insulation. 


The quotation of two sets of ratings 


caused a serious complication, and brok- | 
ers and agents are now endeavoring to} 


straighten out the tangle. 





TALKING NEW ALARM SYSTEM. 





Paterson May Decide Upon Change— 
Matter Now Up to Mayor and 
Commissioners. 





To secure greater efficency in its 
scheme for protection against fire, a 
new alarm system is being considered 
for Paterson, N. J., the matter being 
closely investigated by the mayor in 
conjunction with the fire and police 
commissioners. 

The manual system is talked of; the 
difference between it and that now in 
use is that while the one now in use, 
known as the “automatic system” con- 
nects all street boxes and all gongs 
by means of a ten circuit repeater and 
the pressure of a hook in the street 
book caused all the gongs in the city 
to ring at the same time, the manual 
system separates the engine house 
gongs from the private service gongs 
and operates a “jigger’” in each engine 
house ahead of the large gongs. This 
sending of alarms to the engine houses 
is done by a man at headquarters, as 


soon as a street box is pulled. In this 
way it is impossible for any alarms 
tec become mixed up and does away 


with all possibility of confusion in the 
fire alarm telegraph service. The 
manual system is in use in all the large 
cities in the country, and those in a 
position to know claim that the ‘auto- 
matic” fire alarm telegraph whch has 
done such good service here for many 
years has been outgrown by the city 
and much better results would be ob- 
tained by the more up-to-date plan. 





WITH CAPITAL OF $250,000. 





Cleveland National Fire Insurance 
Company Incorporated by Well- 
Known Ohioans. 





The Cleveland National Fire Insur- 
ance Company, with authorized capital 
stock of $250,000, has been incorpor- 
ated in Ohio by Hyman D. Davis, Frank 
L. Felch, Samuel H. Needs, 
Maschke, Thomas Austin and Louis P. 
Wilson, all of Cleveland. Davis, form- 
er fire marshal of Ohio, is United 
States Marshal for the northern dis- 
trict, appointed three years in succes- 
sion by President Taft, but the senate 
has steadfastly refused to confirm him. 
Maschke, former recorder of Cuyahoga 
county, is collector of customs for the 
port of Cleveland. Felch also has 
been prominent in Republican polities 
in Cuyahoga county. 





Entering New York. 





Through Henry W. Brown & Com- 
pany of Philadelphia, its United States 
managers, the Century Insurance Com- 
pany of Scotland, has applied for ad- 
mission into New York. 





Fire Hazard of La Crosse, Wis. 





Throughout the chief mercantile sec- 
tion of La Crosse, Wis., investigation 
by the engineers of the National Board 
of Fire Underwriters discloses, that 
there “are many frame buildings and 
conflagration breeders.” 
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Home Office 
46 Cedar St., New York 


CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 
FIRSTS 
First in net surplus 


First in opposing unfair dictation 
First in supporting Agency interests 


HENRY EVANS, President 


Western Office 
332 South La Salle St., Chicago 








FIDELITY-PHENIX FIRE INSURANCE COMPANY 


OF NEW YORK 





One of our business principles 
is that the good of the Agent 
is the good of the Company 





Home Office 
46 Cedar St., New York 


HENRY EVANS, President 


Western Office 
137 South La Salle St., Chicago 








FIDELITY (FIRE) 


Home Office 
46 Cedar st., New York 





OF NEW YORK 


We want more good Agents, and we remind 
possible applicants that the backing of this 
organization is worth having. 


Gross Combined Assets .......$37,988,337 


Policyholders Surplus........... $20,797,688 
CO aes $17,190,649 
NE. s cedtaicansxehvnnintatuaieass $4,500,000 


UNDERWRITERS 


Western Office 
332 South La Salle St., Chicago 








JOINS NATIONAL BOARD. 





E. U. Richards of Ohio Inspection 
Bureau Comes to New York on 
November 1. 





E. U. Richards, chief engineer of the 
Ohio Inspection Bureau and assistant 
to Manager T. B. Sellers, resigned last 


week, effective Saturday, to go with 
the National Board of Fire Under- 
writers. He will be attached to the 
Board’s corps of engineers and will 
take his new position Nov. 1. Mr. 
Richards has been attached to the 
Inspection Bureau since July 1, 1905, 


when he joined it as electrical inspect- 


or and hydraulic engineer. He has 
held the position of chief engineer 
since February, 1909. He is regarded 


as one of the most efficient men ever 
attached to the Bureau, and apart from 
his duties in connection therewith he 
has taken an active interest in all the 
contemplated improvements of Colum- 
bus in relation to the fire hazard Mr. 


and Mrs. Richards will visit the latter’s 
relatives in Marietta, going to 
New York. 

The Ohio Inspection Bureau staff 
has been decimated, recently, by the 
demands of other interests and organ- 
izations for its highly trained employes, 
the departure of Mr. Richards being 
the last of a considerable number in 
the last few weeks. F. M. Brooks went 
recently to Rockwood Sprinkler 


before 


the 


Company of Chicago; Neil Fravel, as 
noted in this column the other day, 
has gone to the Railway Insurance 


Syndicate, of New York; H. O. Smith 
has become special agent of the Law 
Union & Rock Insurance Company of 
England, with Ohio, Indiana and Ken- 
tucky as his territory, and C. W. Simp- 
son, inspector of traction properties, 
has accepted a position in New York. 
All these, as well as Mr. Richards, 
were members of the Bureau’s en- 
gineering staff. In addition, a number 
of clerks has been drafted by large 
insurance, engineering or fire prevention 
interests. 
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HARVEY AS GENERAL MANAGER 


OF ROYAL EXCHANGE ASSURANCE 


U. C. Crosby, After (Noteworthy Career 
as Fire Underwriter to Retire at 
Close of Year. 
close of the ‘year 


With the present 


U. Cc. Crosby will retire from the 
United States management of the 
Royal Exchange Assurance Corpora- 
tion of London, after occupying the 


In appre- 
Company 
local di- 
wiil be 


post for the past six years. 

ciation of his services the 
has appointed him, one of its 
rectors. Mr. Crosby’s successor 
Richard D. Harvey, 


ant manager of the Royal Exchange 
here, who has long been associated 
with Mr. Crosby, first with the New 


Hampshire Fire, and subsequently with 
the British corporation. 

There will be no change in the un- 
derwriting policy of the Company nor 
in its field staff. 

Deiails of the changes above noted 
were agreed upon during the visit here 
of E. B. Hiles, ——— manager of the 
Royal Exchange Assurance. 


Two CHURCHES BURN. 





Without Fire Protection Village of Ellis- 
burg, N. Y., Suffers Loss of Prom- 
inent Structures. 





A conflagration, accompanied by 4a 
{0-mile gale, swept a part of the vil- 
lage of Ellisburg, twenty miles from 
Rome, N. Y., on the 18th inst., destroy- 
ing the Methodist Church and parson- 
age, the Universalist Church, four 
dwellings and several barns as well as 
the apple evaporator, in which the fire 
started. 

The village is three miles from 
Pierrepont Manor and five miles off the 
line of the railroad. A bucket brigade 


furnished the only available means 
with which to fight the flames. Help 
was summoned from Rome, Chief 


sending an engine and suffi- 
a special train. 

churches were enveloped 
dwelling houses were 
ground, as well as two 


Morrison 
cient men by 
While the 
in flames four 
burned to the 

stables. 

The home of Mrs. Hannah Woodward 
and the residence of Mrs. Elizabeth 
Metcalf were also consumed. The 
barns in the rear were also destroyed 
For a time it seemed certain that the 
entire town would be swept by fire. 

Telephone messages were hurriedly 
sent to Pulaski, Lucerne, Sandy Creek 
and Mannsville, asking for assistance, 


but these places were without steam 
fire engines and could render no aid. 
A heavy rainstorm aided to some 
extent in keeping the fire down and 


territory. 
from 


from spreading to a greater 
The loss is roughly estimated at 
$25,000) to $35,000. 





Insurance on Erie Co. Buildings. 





A special committee of the Erie 
County (N. Y.) Board of Supervisors 
has been appointed to deal with the 
subject of insurance upon the county 


properties. A complete record of the 
amount of indemnity, rate, date of ex- 
piration, etc., upon each public build 
ing is to be submitted by the commit- 
tee not later than November first. 
When this is had decision regarding 
renewal of the business will be 
reached. 

Some dissatisfaction was created in 


the minds of the commissioners, when 
under the operation of the coinsurance 
clause, the county failed to collect the 





full amount of a loss upon one of the 
buildings 
Cape May ‘Developing. 
Special agents and others in touch 
with the South Jersey field are com- 


menting upon the steady development 
in building operations throughout that 
territory. In Cape May, a spirit of pro- 
gressiveness has asserted itself, not 
known since 
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the present assist-' 


the ante-bellum days, | 


been prepared, some of the Union com- 
pany officials had it applied in sixty odd 
towns. When word of what was going 
on reached the commissioner, Mr. Blake 
promptly advised that any company ac- 
cepting risks at tariffs other than those 
sanctioned by his department would find 
itself in danger of losing its Missouri 


license. 
That settled the matter, the tariff 
sheets were not sent out, and under- 


writers must per force wait until Com- 
missioner Blake and Rater Wentworth 
perfect the schedule they have been 
working upon for some time past. It 
is expected that this will be completed 
within a week or ten days. Meantime 
the old Wentworth rates are to be used. 





when the resort was probably the fore- 
most watering place on the Atlantic 
seaboard. The Stockton, one of the 
old time hotels, that while interesting 
as a reminder of past glories, was yet 
a serious fire menace to adjacent prop- 


erty, has been torn down, and under- 
writers are breathing freer in con- 
sequence. 

In striking contrast to this once 
famous and comfortable hostelry, is 
the Cape May City Hotel, thoroughly 
modern in design and construction 


and as attractive a house as may be 
found on the Jersey coast. 

Building of private dwellings is also 
going on steadily, and evidence that 
the old order is giving way to the new 
abounds on every hand. That local 
agents are pleased with the conditions 
may easily be inferred. 


REBATING IN ALABAMA. 


Commission Upon Large Montgomery 
Line Reported as Having Been 
Split Six Times. 

Rebating among fire insurance 
agents in Alabama is a growing evil 
according to Insurance Commissioner 
Brown, of that State, who appears to 
be considerably wrought up over the 

situation. 


The commissioner mentions’ the 
splitting of commissions upon a large 
risk in Montgomery no less than six 


times, and asserts that “‘worse things 
are said of Birmingham where agents 
themselves complain of the unprofes- 
sional conduct of their fellows.” 

As a remedy for the evil complained 
of Commissioner Brown favors exami- 
nation of an agent’s records. 

Decide to Secure More Insurance. 

Feeling that the fire insurance now 
carried upon the public schools of 
Milburn, N. J., is inadequate, the 
Board of Education will secure added 
protection. $7,500 more will be car- 
ried upon the Milburn Grammar School 





building (now insured for $22,500), 
while an extra $5,000 will be placed 
upon the Short Hills property, increas- 


ing that of the latter to $15,000. 





Warren, Pa., Has $150,000 Fire. 


What proved to he the worst fire ever 
suffered by Warren, Pa., occurred in 
that city on Saturday last. Starting in 
the Y. M. C. A. building, which was 
totally destroyed, the fire also swept 
the Wendlebie and McKean blocks, the 
entire loss being estimated at $150,000. 
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BELIEVE CONFLICT IMMINENT. 





(Continued from page 1.) 

the same agencies, and that managers 
must feel free to withdraw from such 
an undesirable condition. An increas- 
ing number of them hold that if the 
attorney-general should rule that they 
cannot separate, the thing to do would 
be to either make a flat reduction ia 
rates on prefcrred business or throw 
rates open on the class. This would 
cause a great upheaval in the business, 
which would be felt most severely by 
the companies which have specialized 
on preferred business at excess com- 
missions. 


Suggest Following Kansas. 

In speaking of a possible outcome of 
the controversy, the Chicago Record 
Herald says: 

“It has been suggested that the Min- 
nesota department might follow the ex- 
ample of Kansas and prohibit separa- | 
tion, at the same time forbidding any 
company from paying more than 25 per 
cent. commission in the State. The 
Union companies, however, are not 
satisfied with the _ situation’ there, 
claiming that they have been com- 
pelled to give up separation without se- 
curing any adequate return. Insurance 
Commissioner Lewis held that the limi- 
tation of the bureau companies to 25 | 
per cent. commission was an offset for 
the loss of separation by the union 
companies. The union companies hold 
that so long as the commissioner's rul 
ing merely provides for a 25 per cent. 
maximum commission, without any re 
striction on c.assificatton, the excess 
commission companies are still able to 
secure an advantage. They can do this 
by paying an agent 25 per cent. on the 
classes on which they have heretofore 
paid 15 and 20 per cent. on condition 
that he give them a specified amount 
of preferred business also at 25 per 
cent. on which they formerly paid 30 
and 35 per cent. 

“The agent gets the same net return 
as under the former excess commission | 
conditions, the preferred business fs | 
lost to the union companies, and there | 
is no saving to the public, since the 
average commission expense is not re- | 
duced, any reduction on the preferred | 
classes being offset by the increase on | 
the more hazardous classes granted in 
order to maintain the former advan- 
tage.” 





New Trouble Arises. 


Coupled with condition in the North- 
west, trouble was narrowly averted in 
Missouri through the undue anxiety 
of some of the Western managers to 
secure new rates for that State. 

Without waiting for the approval by 
Insurance Commissioner Blake of the | 
Missouri rating schedule which had | 
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STILL PAYING EXCESS BROKERAGE 





If Committee of ,Suburban Exchange 
Cannot Stamp out Practice, Special 
Appeal Will be Made. 


While reporting progress in its ef 
forts to suppress the payment of ex 
cess brokerage by New York city offi- 
ces, the special committee of the 
Suburban Fire Insurance Exchange ex- 
amining the question, asserts that 
“there are still several offices delin- 
quent in complying with the require- 
ments of the committee in keeping 
with the agreement of the Exchange, 
and as provided by the special resolu- 
tion under which this committee is 
operated.” 

The work of investigation will be 
prosecuted, and if the committee feels 
itself unable to deal with the refrac- 
tory offices, appeal will be made “to 
the main body of the Exchange for 
summary action in dealing with these 
‘elinquent members.” 





HAS RIPE EXPERIENCE. 





A. W. Sewall, Newly Appointed New 
England Special for Jefferson Fire, 
Knows the Business. 


In appointing Albert W. 


Sewall its 
special agent for New England, the 


Jefferson Fire, of Philadelphia, secured 
a man of ripe underwriting experience. 
Graduating from a local agency at 
Rockland, Me., Mr. Sewall was next with 
the prominent Boston firm of Field & 
Cowles, retiring from its service in 1888 
to take the special agency and subse- 
quently the general agency in New Eng- 
land for the Union, of Philadelphia. 

In Mr. Sewall the Jefferson gains a 
man who will aid very materially in 
popularizing the Company among the 
agency fraternities of New England. 





GETS CALIFORNIA LICENSE. 





New Jersey Fire Appoints Representa- 
tives for Both Northern and South- 


ern Sections of State. 
Following receipt of its California 


license, the New Jersey Fire, of New- 
ark, appointed Joseph H. Rucker & 
Company, of San Francisco, its repre- 
sentatives for the northern half of the 
State, while the southern section will 
be looked after by E, D. Silent & Com- 
pany, of Los Angeles. 





ON THE PACIFIC COAST. 


National-Ben Franklin Appoints J. F 
Cobb Company Its General Agent 
for California. 





Following a visit of Secretary Schmitt, 
of the National-Ben Franklin Fire, of 
Pittsburgh, to the Pacific Coast, an- 
nouncement has been made of the ap- 
pointment of the James F. Cobb Com- 
pany, of San Francisco, as general 
agent for California. 





Hearing by the Governor. 





The joint committee of company 
managers handling the Missouri situa- 
tion was advised last week by the 
governor that he will give another 
hearing on the schedules submitted 
within ten days. On this account the 
schedules will not be sent out immedi- 
ately to companies as “advisory” as 
was planned. It is hoped that some 
action will result from the hearing! if 
not, the companies may be obliged to 
use the schedules and test their reason- 
ableness in the courts. 





War Clouds at Denver. 
Trouble is brewing at Denver, Colo., 
because of the determination of God- 
frey Schumer, manager of the insur- 
ance branch of the German-American 
Trust Company to Unionize his agency. 








A directory of all fire, life and mis- 
cellaneous insurance agents in Mis- 
sissippi has been published by Insur- 
ance Commissioner Henry of that State. 


Solidarity of Interest Between Company and Agent 





BY FRANK LOCK 


Speaking at the annual gathering of 
the Massachusetts State Association of 
Local Fire Insurance Agents on Satur 
day last, Frank United States 
Manager of the Atlas Assurance Com- 
pany of London, said: 

The invitation to address you to-day 
is genuinely appreciated, and I take 
advantage of it with a great deal of 
pleasure. I have fixed 
expect to make remarks on 
subjects that have for the moment a 
particular interest in our business. 

Within the past generation the busi- 
ness of fire insurance is supposed to 
have undergone remarkable change and 
development. It is a question whether 
the change is not more evident in 
volume than in method, as I am in- 
clined to ‘believe that regarded as a 
business or profession, we are still far 
from having reached such stable con- 
ditions as have been demonstrated to 
be best in the elements of efficiency 
and economy. 

The company officers and the insur- 
ance agents constitute the active poten- 
tialities of our business, and it becomes 
of corresponding interest to know what 
is their viewpoint. 

A company officer addressing agents 
loes not suggest opposing elements and 
ideas. We are identified in community 
of interest; not a few of the leaders 
among company officers have been 
drawn from the ranks of local agents 
by logical steps from agent’s office to 


Lock, 


no topic and 


random 


Joint Committee Acts on Underwriters’ 
Agencies. 


Much interest is being taken in the 
action of the joint supervisory commit- 
tee for the Mountain field, in session 
last week at Denver, in ruling on the 
status of underwriters’ agencies or an- 
nexes in that territory. The present 
sole agency rule was amended to pre- 
vent all annexes that operate only in 
a few States or cities, requiring that 


they shall be generally represented. 
The local agents have been attempt- 


ing to legislate on this matter, and this 
development of the company position 
on the question will be of interest to 
them. 

The amendment reads as follows: 

“No underwriters’ agencies or an- 
nexes shall be allowed an agency in 
any city or town within the jurisdiction 
of this association where the parent 
company maintains an agency, unless 
such underwriters’ agency or annex is 
generally operating in three or more 
States outside the jurisdiction of this 
association, but within the jurisdiction 
either of the Western Union or the 
Board of Fire Underwriters of the Pa- 
cific. Underwriters ard annexes shall 
have the same standing in this asso- 
ciation as the parent company, and the 
parent company shall be responsible 
for the good faith of such underwriters’ 
agency or annex.”—Underwriters Re- 
port. 





Hudson County General Agents. 


The Hudson County, N. J., general 
agency of the Equitable of Providénce, 
has been given to Mueller and Roelf, of 
Jersey City. 

After four years’ absence from Mas- 
sachusetts, the Alliance of London, has 
re-entered the State, for marine busi- 
ness. 
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special agent; to company office, to 
president. This passing view is not 
intended to convey that the local agent 
should look to a desk in the office of 
a company as the crown of his career. 
On the contrary, many company officers 
would be only too glad to have the 
position and emoluments obtained by 
some of you local agents. 

I appeal to the sense of this 
that solidarity of interest must neces- 
sarily exist between the company and 
agent, and that any other viewpoint 
is essentially wrong. The companies 
supply organization and capital; the 
agents supply the business. It is folly 
to consider the two elements as even 
remotely antagonistic to each other, 
and I would count that man a danger 
to our best interests, who, whether from 
company or agency side, suggests that 
we confront each other across a line 
of demarcation or opposition. The 
Trades Union idea of a gulf between 
capital and labor can never rightly 
obtain a place in our business. 

In this passing view, I touch on the 
function of the agent, what he is, 
what he may become and what he can 
do. 

Demand Qualified Agents. 

He is found in tens of thousands of 
every sort, kind and condition, in every 
city, town and cross-roads of this vast 
country. A great deal is being said 
at the present time as to the qualifi- 
cations essential to the make up of 
the local agent. As to a vast number 
(who would not be found within your 
membership) there is nothing to be 
said on the score of qualifications for 
the reason that they have none. ‘ais 
is no reflection on many of those who 
have not seen fit to join in your work, 
but who nevertheless are well entitled 
to be regarded as competent agents. 
The time would seem to have come 
when those most concerned are at last 
aroused to this question of proper quali- 
fications for those who occupy such an 
exceedingly responsible position as the 
exercise of the powers and functions 
of agents of insurance companies. AS 
coming from an independent source, the 


following extract from the report of 
the New York State Legislative In- 
vestigating Committee, is of great 
interest: 


“The expense problem is unquestion- 
ably the most perplexing problem in 
the business to-day. It is seen that the 
tendency of free competition is to drive 
commission higher and higher, and it 
is difficult to see what will restrain 
this tendency except combinations of 
the companies to regulate commissions. 
Such organizations then as the Eastern 
Union should be encouraged. Curious 
to say, however, in some States com- 
panies are denied the right to combine 
even on the subject of commissions. In 
addition to the expense that arises from 


high commissions we have also seen 
that there is a waste in the business 


produced by too great a number of 
agents, and particularly by the appoint- 
ment of agents who are incapabie of 
performing any real economic service. 

“The companies show no signs of 
taking any steps to improve this latter 
condition. The better class of agents, 
however, through their organizations, 
are moving in this matter, not so much 
for the good of the public as for the 
sake of better conditions in the busi- 
ness itself; it has been freely suggested 
by agents that the State should under- 
take to protect the public from incom- 
petency in this field. Certainly if the 
State finds it desirable to go as far 
as to set up a standard for veterinary 
surgeons and for plumbers, it is rea- 
sonable that it should set up a standard 
for the agent, who by carelessness or 
incompetence, can invalidate his client’s 
insurance or plunge the companies into 
severe losses. It would seem desirable 
that an examination for competency 
should be provided by statute, or that 
the Superintendent of Insurance should 
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be empowered to fix standards of com- 
petency and license only those who are 
able to comply therewith; furthermore, 
that a fee should be charged. This 
would help to reduce the number of 
unnecessary agents, particularly if the 
fee were large.” 
Question of Compensation. 

Complaint is sometimes made that 
agents are not sufficiently compensated. 
1 venture the assertion that the com- 
pensation is ample,-that it errs rather 
on the side of excess. The trouble 
is not in the rate of compensation, but 
in the excessive number of agents; a 
remedy would be found in the elimina- 
tion of the unqualified and unfit. I 
would be glad to see this accomplished 
by either State boards, or by effort 
conjointly of the companies and agents, 
the companies being bound, or binding 
themselves, that they would not com- 
mission any agent who could not proper- 
ly qualify. Provided that this business 
were concentrated into the hands of 
those competent to transact it, there 
would be ample compensation in the 
rates of commission now paid. 

Frequent reference is made to the 
absolutely unique function of the local 
agent, serving as he does a dual 
interest. He truly carries “water on 
both shoulders” in an honorable sense 
of the term. He is endowed with the 
full powers of the corporation; as its 
representative in honor bound to stand 
firm for its interests in his own local 
community; on the other hand, ue is 
the trusted advisor and confidant of 
friend and neighbor. Equally in honor 
bound, he must see that such are suit- 
ably protected, receiving full value for 
their premium outlay. No higher trib- 
ute could possibly be paid to the general 
character of the insurance agent, than 
the mere calling attention to the fact 
that conflict between company and the 
policyholder brought about by the 
wrong doing of the man that holds the 
balance between the two is extremely 
rare, 

As regards your associations, permit 
me to say that companies generally 
view them with no jealousy; on the 
contrary, I believe the companies wel- 
come strong bodies who can speak with 
authority for the best class of agents, 
and who can intelligently represent our 
common interests before the public 
generally. 

Have Confidence of Public. 

This leads me to lay stress upon a 
most important side of our burden, 
which must sit squarely upon the 
shoulders of you gentlemen who are 
between us and the general public. You 
can educate, influence, control as having 
the confidence of your communities 
where we are helpless, because we lack 
the confidence to which we are entitled. 
We see what is wanted; we know 
rightful lines along which it should be 


obtained, but we are powerless to ob- 
tain it. You are partners with us, and 
we frankly call upon you to do for 
the public weal that which we could 
gladly do, but which through lack of 
understanding we are impotent to do. 


“Temperamental” Hazard. 


A very interesting phase of our ume 
is the crusade on Fire Protection. A 
study of the question as developed by 
our writers, speakers and organizations 
would seem to show an almost exclusive 
attention devoted to physical hazard. 
This is natural, as we act most easily 
upon what we see. Through such a 
crusade much is being done to relieve 
our cities from the awful cloud of con- 
flagration peril. There is, however, one 
side of Fire Protection which receives 
little or no consideration. This may 
be defined as “the temperamental 
hazard.” We are familiar with the 
term “moral hazard,’ but moral hazard 
is too restrictive a term. It suggests 
carelessness or criminality with regard 
to the elements which produce fires 
and fraud in taking advantage of losses 
which have been produced. Beyond this, 
however, and much wider in its scope 
lies the most serious specific obstacle 
tc a large reduction in the fire waste; 
this is to be found in the temperament 
of the public. By the public I mean 
what is known as the best substance 
of the community. Legislative bodies, 
juries, the public press, indeed the 
general state of the public mind, are 
opposed to fire insurance corporations 
and favor the individual, right or wrong. 
This false state of mind is the most 
expensive element in the burden under 
which the country staggers in connec- 
tion with fire loss and fire insurance 
cost. Given a good class of insurance 
company, transacting business through 
the good average insurance agent, the 
policyholder being the average of the 
community, and there is scarcely one 
case of loss in a hundred which would 
present serious difficulty in settlement. 
The difficulties arise out of the few 
who knowingly and intentionally either 
produce fire, or who seek fraudulent 
advantage after the fire has occurred. 
As things now are, unless a case be 
exceedingly flagrant, the company will 
pay a fraudulent loss and will charge 
it up in the premium account against 
the public. The public blindly takes 
the side of the dishonest as against 
tself. That element is tolerated which 
both produces excessive fire loss, and 
then seeks fraudulent gain out of it, 
which loss has to be assessed upon 
policyholders generally. The statute 
books are burdened with laws enhanc- 
ing the cost of operation, and making 
easy the pathway of the fraudulent loss 
claimant. It this could be brought 
home in a concrete way the reform 
would unquestionably be rapid and 


FIRE AND LIFE INSURANCE STOCKS. 
(Quotations furnished by E. 8. BAILEY, Broker, 66 Broadway, New York City) 





COMPANIES 










CAPITAL 


DIVIDENDS _| Bia | Ask’d 
Approx. When price | price 
Annl. Div. Payable — _\ per ct. 











City of New York.. $500,000 10 Q |} 160 200 
Commonwe alth.. 500,000 10 | J&J } 6 
Continental -- ce ececee ceeee reveeeeees 2,000,000 50 | J&J 
Empire City eyatiaseaoedirestianonnsdegn 200,000 8 Jad Les 
Fidelity- Phenix . eecercccceccccsceceees-cocsee 2,500,000 10 J&J : 
German Alliance...-. PPrerrrre Terr ririi et ‘400,000 15 I&J 32 
German-American. 2,000,000 30 J&J 
Germania ($50) Fire -- o cescescecceene 1,000,000 20 J&J : 
Chowits Wate ETc. cccseccescesccvecccoseccces]  SORODD 30 tea 
Globe & Rutgers..---------- see essececccecs 400,000 40 5 
Hanover ($50)....-.-+.-eeeeseeeeeeeeeeeeeeess 1,000,000 16 ( 225 
BIOMG FILO « 000 ccccccscccccccscccvccesccees 3,000,000 35 J J 71 
AGERE GHD, oc rc ccccccsesccccocccsers coessees 200,000 10 Jad 165 175 
Niagara ($50) «-.-----eeeeeeeeeeeeeeeeeeseee ss 1,000,000 20 Jad 290 305 
North River ($25). teen eee eee een ee enereeeeenens 350,000 10 A&oO 150 165 
Pacific ($25)..-.----++-ecccecececeeceeeecesees 200,000 | 14 Ja&JT 185 =e 
Stuyvesant .....-. 400,000 10 J&JT 150 a 
United States ($25 400,000 | v Vv 90 100 
Westchester ($ 300,000 | 40 F&A 490 | 510 
Williamsburg City ($50) ..-.--.0---.0eeeee- 250,000 20 Jad 370 | 395 
LIFE | 
Etna Life..........+2%- ss 2,000,000 | 15 Q | 650 | 660 
Connecticut senses. 300,000 | JI&T , i eee 
Equitable ..... sa 100,000 7 A 300 | aces 
Germania.. 200,000 | 12 J&J 210 225 
Hartford Life.. 500,000 10 J&JI 150 pai 
Home Life....... ; 125,000 12 M&N 5 ee 
Manhattan Life.. ; 100,000 26 O& F 400 | 425 
Metropolitan ($25) . 2,000,000 | 7 M&N 155 | 175 
Prudential ($50)...... 2.000.000 | 10 450 500 
Travellers Hartiord oni 2,500,000 | 20 900 | ae 
EE onatiscimisacanwenesiccas 264,000 7 J&JI 90 | 105 





Q-Quarterly 


V-No Information 


A-Annually 


nttinek You agents are the men who 


can do it. If, for instance, upon the} 
occurrence of a _ $50,000 fraudulent | 
claim, we could write out a bill of 


assessment against each of say, 
of our policyholders reading: 
“Debtor to the blank insurance com-! 
pany $50 assessment to pay the claim 
of Burner aud Company.” 
there would be such a touch of the sen- 
sitive nerve that the community would 
rise against men of the type, sympathy 
would be diverted to the honest prem- 
ium payer rather, than as now, to the 
fraudulent loss claimant. As a matter 
of fact, the policyholders are now as- 
sessed to pay just such losses, the only 
thing is they do not know it because 
it is disguised in the average rate, the 
cost is there all the same, and it will 
be eliminated only when the sentiment 
of the community turns to demand of 
the company that it fight dishonest 
claims, and will insist that it do so. 
Undoing Vicious Legislation. 
There are other matters which must 
in the future devolve upon you for the | 
reasons above stated. The undoing of 
vicious legislation must be your concern. 
No state would tolerate if their meaning 
were thoroughly understood such legis- 
lation as valued policy laws, anti-com- 
pact laws, co-insurance prohibitions, and 
laws generally directed against proper 
co-operation in order to arrive at proper | 
rates and conditions. This is as much 
your concern as ours, since whatever 
the impositions, the rate must always! 
in the final analysis be made to carry 
the cost. You as within the immediate 
touch and confidence of the community, | 
you who are counted in hundreds to 
our tens, must primarily take up this 
matter of broad public education. Above| 
all things must you gentlemen set your 
faces against the rankest of all heresies | 
ever proposed in connection with the 
fire insurance business, that is the state | 
making of rates. Pushed to its logical | 
conclusion, adopted by all the States of} 
the Union, the very function of insur- | 
ance itself will be defeated and your| 
cities will be left powerless and bank-| 
rupt upon the occurrence of any con-| 
flagration of the first magnitude. 
Reference has already been made to| 
the subject of cempensation. Permit | 
me to say that in my judgment there is | 
just one principle waich should be ac- 
cepted as of universal application. That | 
principle is that whatever the rate or: 
form of compensation, no one age nt | 
should by right represent different com- 
panies on different rates of compensa- 
tion. One rate for one character of ser- | 
vice within the confines of one agency 
should be recognized as an immutable 
principle. I am not arguing whetier the} 
rate should be 15 per cent. or 50 per| 
cent., whether it should be flat or con-| 
tingent, but where a man represents dif- | 
ferent corporations to perform for them | 
the same character of service, every law | 


1,000 | 
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WESTERN ano 
ATLANTIC FIRE 


INSURANCE CO. 


NASHVILLE, TENN. 


CAPITAL - - $200,000.00 
NET SURPLUS - - - $134,000.00 


H. H. RIMINGTON, Manager 
C. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 


OPERATING IN 


Pennsylvania, Ohio, Maryland, Virginia, West 
Virginia, Tennessee, Kentucky, Alabama, 
Louisiana, Indiana, Illinois and Colorado 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 








LOUIS SHERWOOD 


REPRESENTING 
Fire, Casualty and Surety Co’s 
15 Exchange Place, Jersey City, N. J. 
EXCELLENT FACILITIES FOR HANDLING 
BROKERS LINES. Phone, 33 Jersey City 











SURPLUS LINES 


D.C. SCHUPP & CO. 
159 La Salle Street, Chicago 


Lines placed anywhere in U. S. and Canada 
LIBERAL COMMISSIONS PAID 











ARNOLD & WANNEMACHER 
REPRESENTING 

Teutonia of Allegheny, Pa. 

Humboldt of Allegheny, Pa. 

German American of Pittsburgh, Pa. 

Detroit of Detroit, Mich. 


438 WALNUT ST., PHILA., PA. 














Commercial Union Assurance Company 
(Limited) 


OF LONDON 


PINE AND WILLIAM STS., NEW YORK CITY 








H. G. HARRIS & CO. 


Fire Insurance 
ATLANTIC CITY, mM. j. 


Representing Eighteen Leading ]) 
Fire — 





Atlantic City at Vicinity 


Have desirable opening for 
another strong company. 











PERCY B. DUTTON 
FIRE UNDERWRITER 


New York 
State Manager 
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HUMBOLDT of PENNA 
TEUTONIA of PENNA. 
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Established 1864 


EK. Ss. 
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—DEALER 
Fire Insurance Stocks “A Specialty’’ 


Telephone 2817 Rector 
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LETTERS TO HIS SON 





Veteran Underwriter Advises as to How to Secure an Insurance Education— 


With this issue 
writer begins a articles in- 
tended to education those planning to 
make fire insurance their life work. The 
author is of ripe underwriting experi- 
ence, having won the gamut from of- 
boy to managerial desk, and is 
thus well qualified to instruct others. 

The present article begins with the 
introduction of a boy into the office. In 
successive issues, the work of the de- 
partment exaliner, inspector, special 
agent, adjuster and other important 
phases of work will be dealt with. 

On Becoming An Office Boy. 


The Eastern Under- 


series of 


fice 


Dear John: Well, my son, you’ve 
finished high school and now you're 
starting on a new job, and a good deal 
more important one, to my notion. 
You’ve done pretty well even if you 


idn’t have the highest standing in the 
lass, but an average of 82 won't do 
from now on. You’ve got to hit a high- 
er figure, if you’re going to get there. 
furthermore you can’t fool the pro- 
essor in this case—the study period is 
all day and every day and examinations 

e likely to be held when you don’t 
xpect them. There won’t be any ex- 
‘uses from father or mother either, for 


john Robert is running his own ma- 
‘hine now, and it’s up to him to see 
iat it goes. The bell doesn’t ring at 


SOLIDARITY OF INTEREST, ETC. 


(Continued from page 14.) 
of business, and every motive of human 
iture demands the rightness of the 








compensation 


within that 


rinciple that the basis of 
1iould be the same for all 
isency. 
Education of Company Officer. 
A great deal has been 
education and qualification of the agent. 
t would be interesting day to 
have some agent give an upon 
the education a qualification of the 
company officer. I am free to confess 
that there are any number in our ranks 
who could go to school to the better 
lass of local and learn a great 
nany things they do not know, but 
ht to know as to this fire 
however, 


said as to the 


some 


address 





agents 





which they ous 


business. There is, 





surance ISINess. 
ye safety valve to blow off the incom- 
etent company officer, which is that it 


takes only a comparatively short time 
for such to drop into the pool of obliv- 
ion through the failures of the 
panies they mismanage. The case is not 
arallel with mt, as if the latter 
loses one company he can easily get an- 
other, but the measure of the company 
officer is soon found, and like the cap- 
tain at sea who loses his ship, the com- 


com- 


the 





pany officer losing his position for 
ause, finds it difficult to regain a foot- 
ing. The company officer should serve 


his term inside of the office and out in 
the field, from thence come back into 
the office qualified from the broad school 
of experience to adventure with bold- 
ness of nerve and courage, combined 
with caution, the assets of his company 
against the hazards of fire. That com- 


pany alone is successful in which the 
officer makes the fewest mistakes. The 
margin between bankruptcy or a pro- 


longed existence hovers over the per- 
centage of avoidable errors which are 
incurred or avoided. We officials nave 
not a business which we absolutely 
know, or can know, or which we can 
with certainty forecast. Those of us 
who have been longest in the business 
and are presumed to know the most, are 


those who have the least assurance as 
to the successful outcome of our ac- 
tions. 


Close Co-Operation Needed. 
It is a delicate business, needing the 


wisest brain of the officer and the most 
hearty, intelligent co-operation of the 


nine o’clock, but you want to be on 
hand just the same. Promptness in the 
morning counts for more than an hour’s 
work after closing time, and being ten 
minutes late one day counts more 
against a boy than being half an hour 
early on five days does for him. The 
reason is that always being on time 
means dependability, and you will find 
the older you grow that the chap who 
can be depended on is the one who gets 
ahead. 

Lots of things are going to jar on 
you, but you want to be willing to do 
whatever the boss asks. It doesn’t make 
any difference whether it’s your reguiar 
work or not—do it and do it well. One 
of the biggest men on the street got 
his first promotion mopping up a grease 
spot in the old man’s private office. 
About the worst thing a boy can do is 
to say, “Aint that Bill’s work”? Never 
mind, you do it. Keep busy, don’t loaf. 
Men are a good deal like horses. You 
let a horse get 
slow and he’ll never do anything else. 
So work fast—hustle. Of course, you 
must not slight things, thoroughness 
and accuracy are just as essential as 
breathing. You'll waste lots of time for 
yourself and everybody else, if you put 


a Rochester daily report in the Buffalo | 


file, but learn to work fast and work 
well at the same time. 

You'll find plenty of boys, and men 
too, who like to “soldier.” 
their work out to make it last ‘til five 
o’clock and about every so often they 
take a few minutes off to 
going on in the street or to smoke a 
cigarette in the coat room, and when 
five o’clock comes, they drop their pens 
the down stroke These fel- 
lows aren’t poor enough to fire nor good | 


even on 


enough to promote, and they wonder 
why they are passed over. If you 
haven’t got enough to keep you busy, 


ask the boss for more work. 

Learn the ropes, find out where things 
are kept, watch the fellow ahead of you | 
and learn to do his work and be ready 
to take his desk, if the chance comes 
Run with the machine—don’t be an off- 


x. Get along with everybody. A big 
office is just like a cogged wheel—if 
there’s a cog out of line, the wheel 


doesn’t work right. “How does he get 
along with the other clerks?” is asked 
oftener than you think. 

3e observant—remember you're in 
this business to stav and the quicker 
vou learn the quicker vou’ll get some- 
where. ; 


Be neat—keep vour shoes blacked 
and your collar clean Some day the} 
boss will wart a boy to take a note to} 


some other manager, and he’s likely to 
pick out the one who keeps himself 
looking well. Keep vour desk clean too, 
and your work up. If it’s vouriohbto file 
dailies, file ‘em, file ’em ‘til the cows | 

come home, keep them off vonur desk. 
Boys’ jobs are a good deal alike! 
whether in a fire insurance office or 
any other. They learn promptness, ap-| 
plication and system They see the 
wheels go round and learn to say “we.” 
Remember that in workirg for the of- | 
fice you are working for yourself. A | 
certain number of men get there ; 
| 


pull, but most of them do it by push, 
by good, hard, conscientious work. Go 
for it, mv boy, and you'll win. 
Your affectionate father. 
Silas. 


agent. Rates are set upon an expected | 
margin of not more than two (2) per| 
cent. Ponder this fact, that upon such | 
a margin scme companies by wise and | 
prudent management will grow rich; the | 
numerical majority of companies upon 
such a margin will become bankrupt. | 
The attention of the public will be}! 
focussed upon the few individual in- | 
stances of success, their minds will be 
a perfect blank concerning the vast 


the habit of walking | 


They spin | 


see what's | 


array of those who make shipwreck. We 
are passing through an era of promo- 
tions. Many companies are being _or- 
ganized to furnish positions to officer= 
who are out of a job, worse still, others 
are being organized to yield fat percent- 
ages to company promoters. I violate 
no confidence in expressing my personal 
opinion, that the next two years will 
see far more retirements than promo- 
tions, and one needs no very strong 
prophetic instinct to make such a pre- 
diction. As always the good company 
will stick by the good agent; the good 
agent will stick by the good company. 
By this law of evolution the strong will 
zrow stronger, the patnway of the weak 
will ‘become more difficult. The tem- 
perament of the public is peculiar; po- 
litically and demagogically it ever con- 
demns the strong corporation; specific- 
ally and individually it will choose the 
large and old company, and will refuse 
the new and small; then it roundly de- 


nounces the powerful corporations which 
it has made more powerful. 

I believe, Mr. President, you and the 
gentlemen here present will accept from 
me as a sentiment: Success to the or- 
ganization of the National Association 
of Local Fire Insurance Agents, in so 
far as they, in co-operation with the 
companies, recognize that they best 
serve their own interests in that meas- 
ure in which in the highest sense they 
serve the interests of the general pub- 
lic, since along no other line is success 
to be expected, nor is it deserved. 





Connecticut is the latest State to 
which entrance has been gained by the 
Nord-Deutsche Insurance Co., of Ger- 
many. 





After nine years’ service Franklin A. 
Zane has resigned the secretaryship of 
the Pacific Coast Casualty Company. of 
San Francisco. 








Calumet Insurance Company 
CHICAGO 








Capital, $400,000 


WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 


General Agents in New York and New Jersey for the 


PACIFIC COAST CASUALTY COMPANY, SAN FRANCISCO, CAL. 


Admitted Assets, $972,387 


Writes: Liability, Fidelity, Surety, Court, Contract, Burglary 
and Plate Glass Insurance 


Net Surplus, $276,754 








SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 

United States Branch, 100 William Street, New York 

ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 


MORRIS L, DUNCAN, U. S. Manager 








HE YORKSHIR 


FRANK & DU BOIS, U. S. Managers, 4 





INSURANCE CoO., Ltd. 


Is now entering the Eastern States for Agency Business, appointing Representa- 
tives in the principal Cities, and will soon be prepared to consider other territory 


ESTABLISHED 1824 
The “Yorkshire ’’ is the Oldest and Strongest of the English Fire Companies 
not heretofore represented in the United States. 
nished for purposes of United States deposit and investment. 
7 William Street, New York 
New York Life Insurance & Trust Co., U 
WILLARD 8S. BROWN & CO., Metropolitan District Mers., 1 Liberty St., New York 


OF YORK, ENGLAND 


Ample funds have been fur- 


. S. Trustee, New York 








WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 
ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS'N, OF N. J. 
GEORGIA HOME INSURANGE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE iNSUPANCE GO., of Onie 





\100 WILLIAM STREET - « - 


New York 
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CASUALTY DEPARTMENT. 


(Continued from page 9.) 


COMPLETES ITS ORGANIZATION. 
Indemnity Company 
Soon 


Officers of Globe 
Elected and Business Will 
be Written. 





Formal organization of the Globe 
Indemnity Company of New York city, 
was effected on Thursday last, when 
the following officers were elected: 

President, Henry W. Eaton, United 
States manager of the Liverpool & 
London & Globe Insurance Company; 
vice-president, George W. Hoyt, deputy 
manager of the Liverpool & London & 
Globe; general manager and secretary, 
A. Duncan Reid. 

Manager Reid is surrounding him- 
self with an unusually competent staff 
and otherwise getting ready for busi- 
ness. 

It is 
will be 
days. 


that the Company 
within thirty 


anticipated 
writing policies 


OHIO COMPENSATION LAW. 
Manufacturing Interests Wish Decision 
as to Its Constitutionality—Backed 
by Other Rulings. 





Notwithstanding repeated requests 
that he take steps to ascertain the con- 
stitutionality of the workmen’s compen- 
sation act, Timothy S. Hogan, attorney 
general for the State of Ohio, has re- 
fused to do so. He contends that it 
has support of legislative enactment in 
several States, and has also been sus- 
tained by a supreme court decision in 
the State of Washington. 

Some time ago the Ohio Manufactur- 
ers’ Association solicited Attorney-Gen- 
eral Hogan to start a test suit to de- 
termine whether or not the law is one 
which can operate under the constitu- 
tion of Ohio. From time to time the 
solicitation has been renewed and indi- 
vidual members of the association have 


urged that the state take the initiative 
so that the status of the law can be 
fixed. 

The members who asked for this 
course of action claimed that neither 


themselves nor the association § are 
hostile to the law and that in reality 
of them wish to have it placed ef- 
in operation, but they feared 


most 


fectively 


to proceed with the work, contracting 
expense and severing their connection 
with employers’ liability companies 
intil they knew whether or not the law 
would stand the test of a suit in the 
courts 

Attorney-General Hogan considered 
their proposals very carefully and in 


that connection examined the court de 


cisions upon the same subject in sev- 
eral States. 
Last week he formally announced 


that he will not take the initiative in 
instituting a test suit On the con- 
trary, if instituted by outside 
parties he will defend it vigorously. 


one is 


as one of the best legal authorities in 
the State, in which Judge Dillon upheld 
every feature of the women’s nine- 
hour work day law, which is an enact- 
ment regulating industrial relations be- 
tween employer and employe on princi- 
ples which apply equally well to the 
workmen’s compensation. 





COVERING ALL LINES. 


New Company Proposes Policy Assum- 
ing All Automobile 
Hazards. 


C. W. Disbrow is promoting at St. 
Louis, the Automobile Insurance Com- 
pany of America, to have a capital of 
$250,000 and surplus of $50,000. “The 
distinctive feature of the intended en- 
terprise is that it will under one cover 
assume all the hazards incident to the 
use of automobiles. 





URGES STATE RATING BOARD 


STONE MEETS ISSUE SQUARELY. 





Maryland Casualty’s President Before 
Liability Ass’n Offers Striking 
Supervision Plan. 


President John T. Stone of the Mary- 





land Casualty Co. was the first speaker 


at the afternoon session of the Liability 
Association, when the subject of “State 
Insurance as Affected by Workmen’s 
Compensation Legislation’ was discuss- 
ed, and in his usual manner, went ‘ii- 
rectly to the heart of his subject, grap- 
pled with the “State Insurance” bogy, 
and finished by advocating a State Board 
of Insurance Review, and reading a 


A. DUNCAN REID, 
President Liability Insurance Association and Secretary and General Manager 
Globe Indemnity Company. 





In this decision on his part he says 
he is supported by the supreme court 
of Washington and by the recent deci- 
sion by Judge E. B. Dillon, of the 
Franklin County Common Pleas Court, 
whom Attorney-General Hogan regards 


STATE INSURANCE, 


(Continued from page 9.) 


pass a compulsory workmen’s compen- 
sation law. The measure was approved 


by a large majority. In accordance 
with sentiment thus expressed, it is 


highly probable that the Governor will 
invoke a special session of the Legisla- 
ture for the purpose of enacting such 
a statute 

It is considered quite 
that the question of State insurance 
may come prominently to the fore at 
the same time. 

Both the Merchants Association and 
the Builders Exchange of San Francisco 
are on record as favoring the State in- 
surance idea. 


possible too 


| 
| 


| 


} 


Tivrty-five per cent. commission for 
brokerage business is now being paid 
by a number of companies in New 
York city under contract. This action 
followed the withdrawal of all regula- 
tion of commissions by the Burglary 
Insurance Underwriters Association, 
some weeks ago. 

The percentage allowed the middle 
man is disproportionately high, and if 
it be persisted in the State Insurance 
Department may feel justified in at- 
tempting its reduction. 
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draft of a bill which would mee* the de- 
mand for State regulation that all of 
the speakers said was coming, and 
would at the same time solve the prob- 
lem for the liability companies. 

Cost Element Ignored. 

Throughout all of the discussion anil 
legislative enactments on workmen’s 
compensation, Mr. Stone said, scant at- 
tention had been paid to the most com- 
plex, yet fundamental feature of the 
whole subject, that of cost. “Hence, 
when the cost of meeting this increased 
hazard,” he said, “is reflected in ad- 
vanced rates, a great outcry of protest 
goes up against the insurance compan- 
ies. The amazement should be directed 
against their own short-sightedness.” 

Mr. Stone set forth three fundamental 
truths that ‘he said, did mot seem to be 
generally recognized: 

‘Firs‘—Any system of compensation 
for trade injuries necessitates insurance 
in order that the unknown but probably 
annual outlay required by it may be 


calculated and limited as to the employ- 
er, to the end that he may deal definite- 
ly with *his factor of cost in his busi- 
ness. 

“Second—The solvency of the com- 
panies issuing such insurance must be 
safeguarded with more than ordinary 
care, ‘because the losses are not prompt 
ly determinable, but for the major por- 
tion unavoidably require considerabl 
periods of time in adjustment. 

“Third—The solvency of the insurance 
companies depends upon the adequacy 
of their income to mee* their outgo: 
and the adequacy of their income de- 
pends upon the adequacy of their prem- 
‘um rates.” 

Maintenance of Rates. Necessary. 

The next step, he said, the ascertain- 
ment and the maintenance of adequat: 
rates, was far from a simple proposi 
tion and differed from the price or cost 
element in any other class of business 

“Now, the experience of no one com- 
pany is sufficient for the calculation o 
dependable rates. Such rates must bi 
based upon a broad enough exposure to 
support a dependable operation of th 
law of average as to every one, or ever 
group, of the many hundreds of varie 
ties of modern business. The only meth 
od of ascertaining what rate ougsnt *« 
be charged for each of these numerou 
classes of risks is to obtain from a large 
number of companies their tabulate 
and classified experience for a numbe 
of vears, to have that mass of data com 
bined and analvzed by competent statis 
and ac*tuaries, and to 
results of their labors reviewed and a} 
plied to the present conditions by ex 
perienced underwriters, who are close] 
fouowing the constant chanzes wroug!) 
in the insurance aspects of ‘rade onvera 
tions by the passage of new legislation 
Such a method of rate making i! 
constant co-operation, unqualified goo 


ticians have 








faith and much labor on the part of t 
companies contributing to 
“It is very certain that there mus 


ly 
Merely asce 


be something more than 
‘aining what the rate ought to be, t 


induce the companies to take part in 
plan which makes such demands rpor 
them. There must be not ouly the find 


ing of the right rates, but some reason 
able likelihood of maintaining then 
When found.” 
State Board the Solution. 
Mr. Stone then reviewed the siiuatio 


covering the past ten years, duri! 
which time the rates were crowd 
down sometimes below the safety line 


and from the standpoint of the polic) 
holder he never knew whether he was 
not paying more than someone els« 
Any attempt on the part of the 
nies to meet this condition by co-opera- 
tion invoked the “anti-trust laws.” 

“Tt is high time for the enactment of 
laws that will effect radical changes in 
that situation,” said Mr. Stone, “and 
the purpose of this paper is to plead 
for such enactments. 

“Your speaker submits this proposi 
tion: That in every State a law should 
be enacted which will provide as fol- 
lows: ist, that the Insurance Commis- 
sioner shall obtain, within a specified 
time, from any rating bureau or asso- 
ciation or other actuarial or statistical 
sources composed of or connected with 
companies doing this class of business 
in the State, a manual or manuals of 
rates and regulations for the writing of 
liability or workmen’s compensation 
insurance; 2nd,'that a State Board of 
Insurance Review consisting of the 
Commissioner and two other members 
to be appointed by the Governor and 
to be men of reputed sound business 


compa 


judgment and experience, shall pass 
upon the manuals obtained or submit- 
ted and adopt one of such; 3rd, that 


the rates contained in the manual so 
adopted shall be the minimum rates for 
their respective classifications, always 


subject to change as to individual clas- 


sifications or groups upon evidence sat- 
isfactory to the Board of Insurance Re 
view; 4th, that after the adoption and 
promulgation of such rates by the 
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Board of Insurance Review every com- 
pany writing liability or workmen’s 
compensation insurance in that State 
shall charge not less than those rates, 
and that upon proof of violation of this 
requirement the Insurance Commission- 
er shall revoke the license of the com- 
pany so offending. 

Would Encourage Underwriting Ability. 

“In framing this proposal I have en- 
deavored to consider every objection 
that might be raised against it, and I 
find just three. First, that it would dis- 
courage individual underwriting judg- 
ment, ability and initiative by placing 
every company on the same !evel as to 
price. Second, that it would encourage 
the exaction of excessive rates. Third, 
that it would create a monopoly for the 
benefit of the companies which already 
have the business on their books. 

As to the first: Instead of discourag 
ing, this plan would encourage individ- 
ual underwriting judgment, ability and 
initiative by delivering agents and un- 
derwriters from the unwholesome at- 
mosphere of that competition which be- 
gins, continues and ends in the effort 
to make or meet the lowest rate and 
leaves little, if any, room for the more 
important, indeed the vital, factors of 
service. In fact, it is the absence of 
established rates, the prevalence of the 
notion of competitive cheapness, the 
concentration of the attention of under- 
writer, agent and assured upon the 
rate alone, which gives but little en- 
couragement to the development of in- 
itiative, judgment and ability. What 
reward is there for the exercise of high 
qualities in the interest of better  ov- 
erage, intelligent suggestion, conscien- 
tious service, when they are all swept 
acide merely by a reduction in rate of- 
fered by a competitor? On the con- 
trary, if rates were maintained by all 
companies alike, every faculty of judg- 
ment, ability and initiative possessed 
by agent and underwriter would be en- 
listed in the sane, wholesome and im- 
proving competition of good service to 
the assured. 

State to Promulgate Manual. 

Second, as to encouraging the ex- 
action of excessive rates: The plan 
rrovides that the rates shall be calcu- 
lated and compiled in manual form by 

action, either joint or separate, of 
companies doing this class of business 


n the State, that out of the material 
thus furnished the Board of Insurance 
Review shall select and promulgate its 
cfficial manual, and that this manual 

any rate contained in it shall be 


bject to revision 
board of 


upon submission to 


evidence justifying a 


unge. There is, therefore, this triple 
‘'efense against excessive rates: —First, 
the common sense of the companies, 
who know that their patrons will dis- 


ontinue the insurance 
excessive rates; second, the determining 
power of the Board of Review as to 
what the rate ‘shall be; and third, the 
opportunity given at all times to any 
one interested to apply for and secure 
a hearing and a revision as to any or 
ill of the manual rates. 

As to the third objection to the 
proposed law that it would create a 
monopoly for the benefit of the com- 
panies which already have the business 
on their books—as I recently said in 
a paper discussing anti-trust legislation 
with reference to insurance companies: 

No Monopoly Possible. 

“The easiest thing in the whole range 

corporations to start and, so far as 
securing patronage is concerned, to run, 


rather than pay 


is an insurance company. In every 
section and every State of the Union 
and in every province of Canada new 
insurance companies—fire, life, casualty, 
urety, etce—are a perennial crop. 
Why? Well, there are various reasons, 
imong which is the ease with which 


the thing can be done. No machinery 
to construct,-no patents or copyrights 
to purchase or pay royalties on, no 
plant or buildings tto erect, no large 
ivestment necessary; in the opinion, 
apparently, of many investors, no 


skilled labor or supervision required, 
and no raw material at all to be ob- 
tained. It is an unhappy fact, to which 


many thousands of stockholders and 


ACTUARY ISSUES WARNIN® 


STATE WILL BECOME INSURER. 





S. H. Wolfe Deplores Tendency and 
Advocates Plan of Supervision 
by Commission. 

ee | 
Actuary S. H. Wolfe addressed the 
Liability Association on “Is the State to 
Compensate Injured Workmen?” His 
paper was in the nature of a warning to 
the liability companies of the inevitable 
result of the present tendency in work- 

men’s compensation legislation. 

State Insurance Is Here. 
“Heretofore the question of State in- 
surance may have appeared to the com- 
panies transacting liability insurance in 
this country as a fad, as a form of so- 
cialistic doctrine, as an interference 
with the right of contract, as a dis- 
courager of thrift, as an encourager of 
malingering and intentional accidents,” 
said Actuary Wolfe. “No matter what 
your opinion may have been, it is quite 
evident that a majority of the people is 
convinced of the justice of the demand 
of those who wish the wear and tear on 
human life to be assessed as a part of 
the cost of production in the same way 
that the manufacturer includes the cost 
of the wear and ‘ear on his machinery. 
As underwriters you must face that situ- 
ation and cut your cloth accordingly. 
As intelligent citizens better equipped 


policyholders in the hundreds of de- 
funct insurance companies can testify, 
that the ease and frequency with which 
companies have ‘been organized is 
proof positive that a monopoly of the 
business is an absolute impossibility in 
the very nature of the case. 

“The fact is, and it is as obvious a 
fact as the sun at high noon, that the 
public needs protection, not against the 
unreal phantasy of insurance monopo- 
lies, but againist irresponsible and in- 
capable men and concerns who sell so- 
called insurance stock to unwise in- 
vestors and so-called insurance policies 
to unwise patron's.” 

My proposal, therefore, does not in- 
volve any danger of that impossibility, 
a monopoly of the business. 

The Legal and Business Basis. 

Mr. Stone then took up the reasons 
that supported his proposition. The 
benefits of rating bureaus and agree 
ments among the companies were ob 
vious, because under them the _ policy- 
holder knows that his competitors ars 
paying the same rate for the same haz- 
ard as himself and the solvency of the 
insurance companies is conserved. And, 
furthermore, this is the only practicable 
medium through which the aggregate 
experience data may be made available 
and useful to the public. 

If a rating bureau or association could 
give satisfactory assurances ‘hat its 
rates would be just right and always 
right, neither too high nor too low and 
if it had power to compel all companies 
writing liability or workmen's compen- 
sation insurance to contribute to and 
participate in its work and to maintain 
its rates, then the State would not need 
to supervise it. The insuring public 
rightfully demands that the rates shall 
not be excessive. The necessity for 
constant and ultimate certainty thai 
the protection paid for shall fully pro- 
tect demands that the rates shall not be 
inadequate. Without State supervision 
there would be always the possibility 
on the one hand of excessive rates when 
all companies were in the bureau, ani 
on the other hand of inadequate rates 
forced by the cutting of companies out- 
side of the bureau. With State super- 
vision authorized to approve or amend 
rates and to require all companies to 
charge rates thus promulgated, both of 
these dangers become impossible. 

Having demonstrated the ‘business 
basis for State supervision of rates, Mr. 
Stone, went into the legal phase of 
the subject with a careful review of the 
many cour’ decisions on the matter. At 
the close, he read in full his proposed 
bill creating the State Board of Insur- 
ance Review and setting forth its scope 
and operation. 





STANDS FOR 





Capital,$500,000 


Address Agency Department 








The * EMPIRE” 


|| Aggressiveness 
Prompt payment of losses 


Clean methods 


| Agents wanted who are unattached and can produce 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 


AND 


business 











to deal with the technical side of ‘his 
question than are many of the people 
who frame the statutes, it becomes your 


duty to consider this question apart 
from its immediate effect upon your 
business, in order that the maximum 


good and the minimum harm may result 
from the statutory enactments. 

“We should, I think, be fooling our- 
selves did we not come to the conclusion 
that before long we shall find upon the 
statute books of every State some law 
dealing with the question of workmen's 
compensation, and that the treatment 
will be along the lines of the enact- 
ments to be found at the present time 
in European countries. 

Two Methods Possible. 

“Assuming that the interests of the 
workman, the employer, the underwriter 
and the general public will best be serv- 
ed by the enactment of a law pr j 





for a definite scale of benefits in the 
event of injury, how shall «he contribu- 
tions necessary for that purpose he col- 
lected? I have pointed out the two pos- 


sible methods. Let us examine them 


in detail. 

“The first method involves the neces- 
sity of the State fixing the necessary 
rates, attending to the collection of the 
assessments, investizating the condi- 
tions surrounding each ciaim and finally 
paying the benefits to ‘ 
This method is required 
the European countries. 
ther the American 
ereate the large and powerful political 
machine which would be rendered n-- 
cessary by this method, nor do I think 
that we are ready to designate the Gov- 
ernment as a depository for the lara 
contributions which would be required 
Competition would be 
requires no demonstration on my part 
to show the benefits of 
cases of «us kind. Priva‘e 
would be enabled to provide a more 
effective investigation of 
would the State, and the 
governmental advantage—that of ex- 
penses of administration—is a question 
the discussion of which I should like 
defer for a few minu‘es. 

Defects of System. 

“The second method limits the 
t, the designation of the benefits to b 
paid under certain 
leaves with the employer the question 
of distributing «he benefits It must be 
apparent to all that without the « 
of proper safeguards, grave injusti 
might be worked to the claimant, the 
solvent and responsible employer and 
the public generally, for if we require 
ne evidence of responsibility we are 
opening the way to 








are ready to 


peopie 


eliminated, and it 


competition in 


companie 


claims than 


only possible 


State 


conditions, and 


reation 


serious evils. As 
the result of an extensive accident, the 
number of claims which the 
would have to meet might be so larve 
as to endanger his financial condition; 
he would be unable to meet the pay 
ment to his injured workmen requir¢ 
by law; in consequence, therefore, th« 
would become public charges or would 
be deprived of the benefits to which the 
law states they are entitled, and whic! 
under similar conditions their injured 
fellow workmen in the employ of a 
more prosperous employer would re- 
‘eive. 
Advocates Commission Plan. 

“How then shall we so frame our 
statutes as to obtain the maximum good 
and the elimination of the evils jus* 
pointed out? 

“I am of the opinion that at the pre- 


employer 


sent time the maximum good is to be 
attained not by requiring the S‘ate to 
become the insurer, but by placing upon 


the statute books a law which would 

embody the following features: 
“First.—A statement of the circum- 

stances under which «he employer be- 


omes responsible for an accident 
ing the hours of employment. 


dur- 


“Second.—A definite scale of benefits 
to be paid by the employer when he is 
responsible. 

‘Third A requirement that every em- 


ployer to whom tae law applies shall 
file with the ommission, mentioned 
hereafter, satisfactory evidence that his 


responsibility for the payment of bene 


fits for which he becomes responsibl 
is guaranteed by a corporation author 
ized to transact the business of liability 


insurance 

“Fourth—The appointment of a com 
mission (some of the members of 
which should have a knowledge of the 
technical side of employers’ liability in 
surance) which would classify the 
and would, after the 
investigation, fix the minimum and the 
maximum rate which would be charged 


risks, necessary 





by any corporation authorized to fur- 
nish the guarantees. 

“Fifth—A provision that the com- 
mission may, after hearing evidence, 
order the installation of proper safety 
devices in order that accidents may be 
prevented as far as possible 

‘Sixth.—A provision that those em 
ployers having more than a certain 
number of emp.oyes may, instead of 
becoming insured in a private compa 
ny, elect to deposit with the State the 
minimum premium required by he 
commissiol Vhich deposit 18 to be in 
creased [trom time to time as required 
yy» the commission in order to cover 
the present values of benefits to be 
paid, and is to be withdrawn on filing 
with the commission satisfactory evi 
dence that the deposit is not required 
lor the payment of claims 

State to Fix Rate Limits. 

Why should the State be empowered 
to fix the maximum and minimum 
rates which may be charged? 


“It must be admitted that the whole 
scheme of the proposed protection will 
fall to the ground company 
When called upon to pay the claims 
will be in a satisfactory financial pos 
tion to do so In one or 
countries abroad a certain sum is ex- 
acted each year from employers for 
the purpose of protecting the 
against insolvencies. The same result 
could be obtained if the State were in 
a position to satisfy itself as to the 
sufficiency of the guarantors. The best 
and simplest way to enable it to guard 
against future insolvencies is to re- 
juire that the company shall charge a 
premium commensurate with the risk 
In other words, that no company shall 
be permitted to hazard the plan by in- 
judicious or ignorant underwriting 
Competition is a desirable thing, but it 
must not be carried to that point 
where the furnished be 
low cost safety of the entire 
structure endangered 
Proposal Not Radical. 

“Why should the State be permitted 
to regulate the maximum rate which 
may be charged? It must be evident 
to all of us that the expenses of ad- 
ministering the business have been too 

(Continued on page 18.) 
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CO-OPERATION THE REMEDY 


Frank E. Law Has Plan of Combining 
Experience Under State 
Supervision. 


Few even of the officers of the lia- 
bility writing companies have been in 
as close touch with the development of 
workmen’s compensation in this coun- 
try as Vice-President Frank E. Law, of 
the Fidelity and Casualty Company, and 
his address before the Liability _ Asso- 
ciation was listened to with the closest 
attention. 

Mr. Law reviewed the recent enact- 
ments, pointed out their differences and 
the uncertain foundation on which all 
of them were conceived. 

Future Uncertain. 

“Whatever may be the outcome of 
these various measures,” he _ sai‘, 
“whether it turns out that they are 
constitutional or unconstitutional, one 
fact stands out clear, and_ that 
is that workmen’s conipensation in 
one form or another will surely 
be adopted in this country as the meth- 
od of compensating workmen for acci- 
dental injuries. Sooner or later a meas- 
ure that is both constitutional and 
practical will be devised, or if this can- 
not be done, the constitution will be 
amended. The workmen’s compensa- 
tion movement is a world movement, 
and in the eyes of the community the 
employers’ liability system stands con- 
demned by both justice and humanity. 

“While the constitutionality and prac- 
ticability of the workmen’s compensa- 
tion acts that have been passed are still 
in doubt, it is proposed to take a rai- 
cal step and abandon insurance of work- 
men’s compensation by private compa- 
nies, substituting in its stead State in- 
surance of workmen’s compensation. 

Paternalism Makes Weak Men. 

“The extension of government agen- 
cv is objectionable because it diminishes 
the field for the active exercise of men’s 
talents and energies and so gives lessen- 
ed opportunity for the development of 
their faculties. Men are made strorg 
and able to overcome difficulties bv at- 
tacking difficulties, not by avoiding 
them. The men the community wants 
are the men able to do things for them- 
selves. Men who habitually have things 
lone for them hecome mere creatures 
of habit and routine and lose enterprise 
and initiative. The progressive move- 
ment is paralyzed by doing things for 
men that thev should do for themselves. 
It is hest to leave things to private en- 
terprise as far as possible because that 
self- 





tends to produce a strong and 
reliant people. 

“Things done 
he as well dons 


by government will not 
as things done bv pri- 
Interest in the result will 
People their 
) business better and manage it bet- 
ter than any government can or will. 

powerful motive to secure 
and capable administration is 


vate azvencv 


he lacking understand 


The most 


economyv 
celf-interest Moreover, when things 
are ieft to private agency, they will 


tend to fall into the hands of those 
attend to them better and 
other persons 


who can 
cheaper than any 
“Sp much for the general nrinciples 
question. What now 
partienlar regarding 


hearing on the 
hall be said in 
State insurance of workmen’s compen- 
sation for accidents? 
Enormous Difficulties for State. 
“First, that whatever is gained by 
making insurance with the State com- 
ileory unon employers and thus elim- 
inating the business-getting expense of 
he nrivate insurance companies will be 
than offset by the inabilitv of the 
effectively as the pri- 





rs; 


State to cone a 
ate insurance companies with the 
fraud, malingering and simulation so 


claimants 
acts. 


characteristic of numerous 
minder workmen’s compe nsation 
The difficulties of administering the 
State insurance fund will he enormous. 


Honest and frandulent claims will have 
to be sifted out from the great mass 


of claims made. Ambulance chasers 
and damage-suit attorneys will have to 
be checkmated. It is likely that the 
subordinate State officials will develop 
the ability to handle these capably? 
The motive of self-interest will be 
absent. The necessity for economy 
will not be felt. The choice of State 
officials will be dictated by politics and 
their greatest chance of securing pop- 
ular favor will be to make the disburse- 
ments as large as possible. There will 
be little or no check on State officials. 
Tax-Payer Foots the Bills. 

To secure the proper weeding out of 
fraudulent and excessive claims, there 
is needed the operation of opposing in- 
terests, and this situation can exist only 
when the insurance is supplied by pri- 
vate companies. Under our system of 
government, the tenure of office of State 
officials is dependent largely upon the 
popular will, so that the thought upper- 
most in the minds of the officials dis- 
tributing the workmen’s compensation 
benefits will be to please the claimant 
and his friends rather than to make 
proper adjustment of the claim. Unless 
there be opposing interests, sight will 
soon be lost of the fact that the claim 
is simply a legal obligation, and not 
charity; and sentiment, not justice, will 
rule in the settlements. Some one will 
have to pay the bills, the State cannot 
create wealth, and that some one will 
be the consumer and the tax-payer. 

Would Invite Corruption. 

Second, that State insurance will be 
against the interest of the community 
because it will tend to the building up 
of a great political machine. Tne 
cohesive force of the desire of claim- 
ants to collect the utmost possible 
sums from the State will be very great 
and will be bound to introduce into 
the body politic a dangerous element 
possessing much power. There can be 
little doubt that the officials and em- 
ployes charged with the responsibility 
of administering the State insurance 
fund will be responsive to this element 
in a noteworthy degree. 

“Third, that State insurance will put 
the greatest possible strain upon the 
State administrative machinery because 
of the disbursement by State officials 
of huge sums of money practically 
without check. The adjustment of 
claims will be made here and there all 
over the State under circumstances 
that will demand honest and competent 
officials. The dangers of partisan or 
corrupt administration of the great in- 
surance fund are very considerable. 
And even if partisanship and corrup- 
tion are absent, inefficiency in adminis- 
tration may wreck the fund. 

“Fourth, that agencies of government 
should be adapted to the imperfections 
of human nature. The imperfections 
of human nature necessitate the or- 
ganization of society on a competitive 
basis instead of on a socialistic basis. 





ACTUARY ISSUES WARNING. 


(Continued from page 17.) 
great—a condition not peculiar to lia 
bility insurance. In life insurance, for 
instance, the same conditions were 
found, and we have attempted to cor- 
rect the evil in two different ways: In 
New York, for instance, the law, with- 
out attempting to fix the maximum 
premiums which may be charged by 
the companies, has limited the amount 
which may be used for expenses in any 
particular year; in Wisconsin, on the 
other hand, the law limits the premium 
which may be charged by any life 
company for any particular form of 
policy. Both New York and Wiscon- 
sin provide for the penalizing of any 
company which would be so unmindful 
of its own interests as to charge too 
low a premium, and fix the minimum 
as the net mathematical premium re- 
quired to furnish the insurance 

“It will be seen, therefore, that my 
proposal to establish a maximum and 
a minimum limit for the rates to be 
charged is not so radical, but its coun- 


terpart may be found in other lines of | 


insurance.” 


Competition involves a lot of effort that | 
in one sense is wasted, but is the price | 
that society has te pay to secure the 
best results as human nature is con-| 
stituted. It is not possible to measure | 
the relative advantage or disadvantage 
of a thing solely by the amount of| 
expense it entails. 
be incurred to secure efficiency and to 
induce men to put forth their best 
efforts. State insurance will not work 
because of the imperfections in human 
nature. 

“The idea that State insurance has 
worked well abroad seems to be neg- 
atived by the testimony of Herr 
Ferdinand Friedensburg who recently 
retired from the post of President of 
the Senate of the Imperial Insurance 
Office of the German Empire after a 
service of twenty years. He charged 
that State insurance, especially de- 
signed to replace pauperism and charity, 
is itself merely pauperism under an- 
other form; that it has fostered to an 
incredible extent the German evil of 
bureaucratic formalism; that it has 
become a hotbed of fraud, and there- 
fore a spreader of demoralizing prac- 
tices-and ways of thought. 

Supervision the Alternative. 

“It may be found that there is an 
alternative to casting aside the com- 
panies that have done their work well 
and putting the community astride the 
cangerous and uncertain experiment of 
State insurance. Is not that alter- 
native the supervision of insurance 
rates by the State? 

“This alterative to State insurance is 
well worthy careful study by legislators 
The administrative machinery of the 
State is greatly burdened now, and with 
the added burden of State insurance, 
it is likely to break down entirely. 
Things may become too big for even 
the most capable elective officials re- 
sponsible to the people to supervise 
adequately. Competitive conditions sup- 
ply a self-regulating principle that 
makes insurance by private companies 
work properly, but no such self-regu- 
lating principle exists where insurance 
is a monopoly controlled by the State. 

State Rate-Making Not Feasible. 

“I do not mean to suggest that the 
State should undertake to fix directly 
the rates at which the companies may 
write business. It is not feasible for 
the State to acquire the knowledge or 
the equipment to do this properly. The 
companies have employed trained men 
who have made the business their life 
work and they have not been able to 
work out satisfactorily the making of 
rates. Is it credible that the State 
shall succeed in doing better when it 
cannot possibly command the services 
of the men whose ability in this field 
will find more lucrative and congenial 
employment in private enterprise? 

“What I do mean to suggest is that 
the companies be permitted to form 
rate-making associations and that these 
associations be put under the supervi- 
sion of the State. These rate-making 
associations shall tabulate and combine 


Expense must often | 
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the experience of their members and 
shall study this combined experience 
and ascertain rates which shall be as 
fair and just to the various risks as 
possible. These rates shall be publish- 
ed and the rate manuals shall be pur- 
chasable by anybody. Any company 
shall be free to join the rate-making 
association and to use its rates, but no 
company shall be compelled to do so. 
The rate-making associations shall be 
equipped with the proper machinery to 
rate risks up or down, as the experi- 
ence on such risks indicates to be 
proper. 
How the Plan Would Work. 

“The object of this special rating sys- 
tem is to give employers who exercise 
great care to prevent accidents and 
who equip their plants with safeguards 
the advantage of a lower rate and on 
the other hand to penalize employers 
who fail to exercise care and to equip 
their plants with safety devices. The 
idea is that each insured shall make a 
contribution to the insurance fund pro 
portionate to his hazard. Each insured 
who is dissatisfied with his rate shall 
possess the right of appeal or hearing 
before the governing or rating commit- 
tee or other proper executive of the as- 
sociation so that he may make appli- 
cation for a change in his rate and 
have the data on which his rate is 
based reviewed. The association shal]! 
keep a careful record of its proceed- 
ings and shall furnish upon demand to 
any person, or to his authorized agent, 
full information regarding his rate. The 
association shall be subject to the vis!- 
tation and supervision of the superin 
tendent of insurance of the State and 
shall be examined at least once every 
year by the superintendent. 

“It is believed that this method of 
dealing with the business will result 
more satisfactorily to the community 
in the long run than prohibition of 
rate-making associations by anti-com- 
pact laws or than State insurance.” 

Examination Underway. 

The Pacific Mutual Life’s Industrial 
Health and Accident business is being 
examined by the California Insurances 
Department, assisted by representa- 
tives of the special committee of in- 
surance commissioners. 
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A PROFITABLE MEETING. 





Field Men of Title Guaranty and Surety 
Company Hold Convention at 
Scranton. 


Resident managers and general agents 
of the Title Guaranty and Surety Com- 
pany, of Scranton, Pa., held their sec- 
ond annual convention at the head of- 
fices of the corporation on Friday and 
Saturday last, the time being profitably 
and agreeably spent; business and 
pleasure were combined in proper de- 
gree. 

Col. L. A. Watres, president of the 
Company, welcomed the visitors, com- 
plimenting them upon their devotion to 
its cause, and the readiness with which 
they had responded to every suggestion 
from its management. Following the 
business sessions, 2 banquet was ac- 
corded the field men at the Cosey. 

At the latter function President Watres 
acted as toastmaster He first intro- 
duced Gordon Scott, superintendent of 
agencies, who, after talking for a short 
time upon field conditions, presented a 
watch and fob to Joseph H. Dorn, resi- 
dent manager at Buffalo, N. Y. Later 
W. W. Diggs, of Cincinnati, presented 
a watch and fob to A. MeM. Creed, resi- 
dent manager at Indianapolis. The 
watches were prizes given by members 
of the Board of Directors to the r 
dent managers who produced the great- 
est increase in premium receipts for 
the first nine he year 1911. 
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In addition to Mr. Scott short ad- 
were made by Capt. T. P. 
associate resident manager at 
Washington, D. C.: Major A. Downing, 
attorney for the Indianapolis office; 
Judge Knapp, Major Warren and Judge 
Sdwards, the last three being prominent 
directors of the Company. 

Those in Attendance. 
A complete list of those at the ban- 


dresses 
Murphy, 


quet is here given: 

From the head office: President L. A. 
Watres, Vice-Presidents H. A. Knapp, B. 
P. Keating, . Sinn, Comptroller 
Grant L. Bel, Treasurer N. H. Coudrey, 
Secretary J. H. Law, Assistant Secre- 
taries B. P. Keating, Jr.. and Charles E. 
St. John, and I 1 Agen- 
cies Gordon Scott 

Directors: Michael Bosak, Hon. H. M. 
Edwards, R. J. Matthews, Dr. Gilbert D. 
Murray, Hon, C. P. O’Malley, John P. 
Porter, Everett Warren: Chas. F. Man- 
ness, superintendent Judicial Division; 
Harold Davis, tant to superintend- 
ent Judicial Division: D. R. Thomas, 
superintendent Contract Division: Clem- 
ent Tingley, assistant superintendent 
Contract Division: H. M. Edwards, Jr., 
superintendent Claim Division; W. F. 
Mosor, auditor: Thomas H. Lewis, as- 
sistant to auditor: John R. Miller, su- 
perintendent Filing Division; Frank J. 
Ryan, purchasing agent; Jacob Pfeiffer, 
assistant to superintendent of agencies; 
A. H. Clark: Frank P. Clarke, city 
agent; Morton Wheeler, city agent; 
Edgar A. Jones, attorney Claim Divi- 
sion: William Loveland, superintendent 
cancellations: T. Archer Morgan, title 
officer. 





Superintendent of 





as 





Field Men. 

Fred C. Williams, resident vice-presi- 
dent, New York city: Geo. W. Yuenz- 
ling, resident secretary, New York city; 
Adrian T. Kiernan, New York city; 
Yeorge T. Parker, resident manager, 
Washington, D. C.; Capt. T. P. Murphy, 
associate resident manager, Washington, 
D. C.; Harve G. Badgerow, western man- 
ager, Chicago; W. J. Doyle, western at- 
torney, Chicago; Joseph H. Dorn, resi- 
dent manager, Buffalo: A. McM. Creed, 
resident manazer, Indianapolis; H. S. 
Frank, associate resident manager, In- 
dianapolis; Major A. Downing, Indian- 
apolis:; Wm. R. Parker, resident man- 
ager, Philadelphia: W. W. Parker, resi- 
dent secretary, Philadelphia; A. J. Hap- 
persette, resident secretary, Philadel- 
phia; John W. Graham, Jr., Philadel- 
phia: M. A. Reese, associate resident 
M. Dial, special ag- 


manager, Seattle; C 


ent, Seattle; J. B. Murphy, Seattle; 
Chas. Harley, Baltimore; E. Arthur 
Haas, general agent, Atlanta; J. O. 
Knight, Atlanta; W. W. Diggs, general 
agent, Cincinnati; Jas. M. Sprague, gen- 
eral agent, Cincinnati; Ralph J. Badge- 
row, resident manager, Kansas City; 
Paul C. Bates, general agent, Portland, 
Ore.; Edward Ball, resident manager, 
Pittsburgh; Samuel K. Bland, general 
agent, Louisville; Frank T. Bohen, gen- 
eral agent, Minneapolis; Dan F. Carter, 
zeneral agent, Los Angeles; Walter B. 
Cary, general agent, Detroit; H. J. Cook, 
resident manager, Memphis; Guy H. 
Cramer, H. E. Palmer, Son & Co., 
Omaha; Louis L. Dent, Chicago; E. B. 
Dunning, general agent, Duluth; Luman 
W. Goodenough, Detroit; Gilbert R. 
Griffin, general agent, Boston; Wm. J 
Hodgkinson, resident manager, Newark; 
S. M. hilligoss, resident manager, Dal- 
las; Wm. T. Jarvis, Geo. H. Olmsted & 
Co., general agents, Cleveland; John M. 
Jones, general agent, Wilkes-Barre; 
Herbert R. Kaus, resident manager, 
Denver; Ralph E. Lum, Newark; S. E. 
Walton, The Kirschner-Wideman Co., 
zeneral agents, Toledo; Geo. I. Watson, 
Wakefield, Morley & Co., general agents. 
Hartford. 


FORMING AT MONUMENTAL CITY. 


Ex-Mayor Mahool to Take Presidency 
of Baltimore Casualty and Guar- 
anty Company. 

With an initial capital of 
and a like amount of surplus the 
Baltimore Casualty and Guaranty Com- 
pany is being organized at Baltimore. 
The prime mover in the enterprise is 
ex-Mayor J. Barry Mahool, while his 
associates are: John G. Brogden, Louis 
H, Fehsenfeld, Charles H. Knapp, Wil- 
loughby M. MeCormick, William H. 
Fehsenfeld, Robert S. Maslin, C. M. 
Anderson, Edward Watters, H. M. 
Thompson and Frank N. Hoen, all of 
Baltimore, and a number of business 
men and financiers of New York, Phila- 
cdelphia and other large cities. 

Harman, Knapp, Ulman and Tucker 
have been retained as counsel. 

The charter of the Company provided 
that the name of the corporation should 
be the Chesapeake Guaranty Company, 
but there was a clause inserted which 
permitted a change of name, which the 
present owners of the Company have 
taken advantage of. It is also provided 
in the charter that there may be 25 
directors of the Company, and it is 
expected that the full complement of 
directors will shortly be chosen. 

The par value of the shares is $50, 
one-half of which is placed to capital 
account and the balance to surplus. 

While the Company has not as yet 
determined upon the 
headquarters, they will be in the fi- 
nancial district and most likely on the 
ground floor of some suitably located 
building. 


$500,000 








Dr. Herman P. Bender, a noted Brook- 
lyn, N. Y., physician, who was recently 
killed by being run over by an auto- 
mobile “joy rider,” carried two accident 
insurance policies with the Fidelity & 
Casualty Company, wnder which his 
widow, as beneficiary, received $12,000. 





Llewellyn Powell has been appointed 
special agent of the liability depart- 
ment of the Travelers in the New York 
city district. He will undertake to 
develop business for the Company 
throughout Long Island. 





AGENCY MAN WANTED. 
Experienced Field Man Capable of 
Securing a Producing Staff of Accident 
Insurance Agents in Texas Can Make 
Good Connection With Advertiser. Ad- 


dress, A. B., Care Eastern Underwriter, | 


New York City. 
BONDING MAN WANTED. 
New Company Seeks the Services of 
Capable Young Underwriter Experienc- 
ed in Fidelity and Surety Lines. Bonds, 
Care Eastern Underwriter, New York 
City. 


location of its, 


LOCAL AGENTS __ 


An insurance commis- get the national focus. They are the 


Insurance sioner who has seen a "ucleus of the insurance army that Mr. 
. : Stone wants tc 10bilize 
Army to be great deal of public life ss its to mobilize. 
‘ tas . . . . 
Mobilized. and politics was talking 


The 1912 models of most 

Automobile of the automobile manu- 
Business facturers are out, and the 
Everywhere. trade reports it as a fine 
line of cars at prices that 

are within the reach of everyone, with 
“everyone” in big, type. 


ai 3 bloc} 
are piling up problems for the insur- nq everyone, too, seems to be taking 


with John T. Stone, pres- 
ident of the Maryland Casualty Compa- 
ny, the other day, about the rampant 
popular opinion on workmen’s compen- 
sation and other insurance matters that black 
ance companies just now. The commis- 
sioner agreed that it looked like rough 


“But,” said he, 


one of those cars at the temptingly low 
figures that they are selling for 

T ‘esnlt is that + ro ta 1 _ 
traveling for a while. The result is that ther s no longer 


2 Ss an “automobile zone” around the cities, 

“you insurance men have in your agents where all the automobiles are owned 

a vast army which, if properly mobil- and all the automobile liability insur- 

ized, could accomplish anything for you. 4@nce is written Every agent, every- 

If I had such an organization back of eon - oe pelnager ' tomobile ineur- 
nee, if he will t 1 


after the 


me, I could defy opposition. 


Mr, Stone was much impressed by the nm that greets the 
commissioner’s statement, and when the to put over some 
S C is. “How 


Association of Casualty 
Underwriters met at the 
Astor last week, he suggested 


International 
and Surety 
Hotel 


And then the 
quick with “I can’t 








) : } ce 
that a permanent committee on insur- ®ford it. Ill ta an 
. . ° “4% T ~ T ) +} » 

ance education be appointed with : Now plana ts c une n who 

I " : 3} . 
structions to devise a plan of mobilize %45 Own in automobile for a few 
= . 2 a e ff « t Y th e , 
ing the army of agents by educat a" or He a 
them up to a proper understanding o vale cies : ul ‘ om , f ol- 

1: . . + r ) ne es rT 
these big insurance questions that ar m : or a 
. s: . t | r r 5 _ 
engaging public attention . : I 
int To! t ike ( ° nd 
« il 


An outsider might think that it was a 
superfluous undertaking, to educate a (2eclat — ry Over On 





man in a thing that has his constant : ; ty co Aut sate lia 
attention, but insurance field men, local ” ansuranc a, ol 
agents, are queer fish. Mar 1 man : nt P it t vay to the 
who owes all he has to the insura an Ten alles , 
business will go out and fight it in his ye 
capacity of voter and citizer Some The ¢ vy of a 
how, he doesn’t seem to feel the pe A Voice Wester cits recently 
sonal contact anywhere except on t Out of raised his jice to savy 
commission questior The Past. that to mpel bidders t 
But ever lay insurance questions are supply rporate surety 
becoming more and more topics of pub- mn city contracts was an illecal discrir 
lic interest and discussion. To-day t! ition. This sounds like the la fa 
laborer, the skilled mechanic ai the asp of a dying superstitio1 Illegal! 
employer are ta! g compensation, I illegal to sa it foo st 1 
they’re all talking at once. The aver- pure? Is it illegal to insist that ths 
age man just now has a headful of ideas surety’s suretyship must e adequate 
on compensation methods, and maybe as no personal surety car 
he can outtalk the casualty or | ] B e pers ul ty ha 
izent, but neither of them knows ich standing in the enlightene publie opir 
about the underwriting point of view, ion of to-day. it must submit rv little 
the distribution of the compensation while to an examination by the insur- 
burden, which is the crux of the whole ance departments of the States, file 
compensation movement statements of its every possession and 
There are plenty of live local agent financial condition, and be told just how 
in the field, however, who have kept much it must set aside for its various 


abreast of developments. They know ybligations Wh I 
their local situation first hand and they under the close supervi 
read a progressive insurance journal to then it can talk of discrin 











THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 
Chartered 1874 


POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D, WHITNEY, Vice-Pres, 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sac 
RELIABLE AND ENERGETIC AGENTS WANTED 


LONDON GUARANTEE AND ACCIDENT CO., Ltd 


OF LONDON, ENGLAND 


Head Office F. J. Walters 
Cc H I _ AG O Resident Manager 


a 55 John Street 
F. W. LAWSON New York 
Gen’! Manager 
Elmer A, Lord & Co. 
145 Milk St., Bostor 
Resident Mgrs. — 
—-New England 














Liability, Accident, 
Health, Credit, Burglary 
and Steam boiler 
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Agents, Attention! 


You are sure to be a winner if you sell the best all-around 


insurance contracts for the policy holder issued by any company. 


For particulars and up-to-date propositions in Pennsylvania, 
Indiana and Illinois, address the Western Life Indemnity Com- 


pany, Masonic Temple, Chicago, Illinois. 
Over $100,000.00 deposited with the State of Illinois. 
surplus assets $154,522.23. 


General Geo. M. Moulton, President J, L. Mitchell, General Agency Manager 


Net 





| 
| 


LIBERAL RENEWALS 
Security Life Insurance Company of America 


W. O. JOHNSON, President 


Over $1,000,000 of surplus. Non-participating. 
Economic low rates — high values. Splendid 
policy provisions. Big opportunities for men with 
the work habit. Write 


S. W. GOSS, Assistant to President 
“THE ROOKERY,’ CHICAGO 


DIRECT CONTRACTS 











WESTERN STATES LIFE INSURANCE COMPANY 


HOME OFFICE, SAN FRANCISCO 
WARREN R. PORTER, President 


Capital and Surp'us Fully Paid in Cash - $1,355,516.99 


Policies up to the minute, over 3,000 ««BOOSTER”’ Stockholders. 
Desirable territory open in Coast States for ««LIVE WIRES.” 
Address: H, J. SAUNDERS, 2nd Vice-President and Manager of Agencies 

SAN FRANCISCO, CALIFORNIA 


First-Class General Agency Propositions are now Open in Texas, Utah, 
Oregon, and Southern Idaho for the Right People. 





oie. te 


Apply to HARRY W. BIRCHARD, Special Ageat, ELMIRA, N. Y., or HOME OFFICE 


x, W. ALEXANDER, Sec. 







wy 


<a 


LNSUIRAN GH; OOMIZAN, 


CHARLES TOWN, WEST VIRGINIA 


Cash Capital $300,000.00 Surplus to Policyholders $438,860.21 
FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 








Majestic Life Assurance Company 


INCORPORATED 
HOME OFFICES 
INDIANAPOLIS, INDIANA 


$160,000 Deposited with Insurance Department 


Stock Salesmen and Life Insurance Men of Ability Desired 











*‘Our Bond—Your Security.’’ 
T. J. FALVEY, President JOHN T. BURNETT, Sec’y and Treas. 


Massachusetts Bonding & Insurance Company 


HOME OFFICE, BOSTON 
Paid up Cash Capital $1,000,000.00 
Surplus to Policy Holders - 1,580,295.42 


New York Office, 84 William St., William H, Conroy, Resident Vice-President 
Brookiyn Office, 44 Court Street, Carr & Schneider, General Agents 
Newark, N. J. Office, 1310 Firemen’s Building, John Giblon, General Agent 


SURETY BONDS AND BURGLARY INSURANCE 
Good territory for live agents 











JEFFERSON 


FIRE INSURANCE COMPANY 
OF PHILADELPHIA 


ALEXANDER NWN. STEWART, President 
8. LAURENCE BODINE, Vice-President 
SAM'L W. SCOTT, Secretary 








WANTED 


INSURANCE SALESMEN, THE MONEY-MAKING KIND 


Our policy contracts contain features unequalled by any other 
Company. They are real “sellers.” Openings of every kind 
in many fields. 

UNITED STATES ANNUITY AND LIFE INSURANCE CO. 

1307 McCORMICK BLDG., CHICAGO, ILL. 
WILLIAM T. SMITH, Secretary 











ACCIDENT ---- LIABILITY - - - - BOILER 
HEALTH --- ELEVATOR - - - AUTOMOBILE 
PLATE GLASS AND BURGLARY INSURANCE 


Prulential Casually Company 


HOME OFFICE, INDIANAPOLIS 





CASH SURPLUS TO POLICYHOLDERS MARCH Ist, 1911 
$749,832.25 

















VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


— Fror— 


LIFE INSURANCE AGENTS 
“REBATING VOIDS THE POLICY” 


** Rebater and Assured Liable to Fine and Imprisonment ”’ 
$2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAVING” 


Price $5.00 per 1,000; $3.00 per 5(10 
(With Imprint on Lots of 5,000 or over) 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“A STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $1.50 per 100; $1.00 for 50 


“COUNTER PROPOSITIONS ” 


Insurance for Property and Life 
Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 





The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 


we are agents. 
Samples of any or all of the above sent upon receipt of 25c. 


postage. 
Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 

















